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CHAPTER I 
INTRODUCTION TO TBE STUDY 
CHAPTER I 
INTRODUC.TIOB' TO THE STUDY 
The Problem 
Education, in order to serve all the children in a 
classroom, must be oonstantl7 adJusted to fit the varied 
developmental ana remedial needs and rates of learning of 
the rapid, the slow, and those pupils who are between the 
two extremes. A method commonl7 used b7 classroom teachers 
to provide this adJustment is that of carefull7 selected 
workbook exercises. 
A. Statement ~ the Problem.. The purpose of this 
etud7 was to construct a workbook of exercises to improve 
··· --..., 
five written Skills of seventh-grade retarded readers; 
ape oi fi call7,- written vooabular7 enri cbment s1~ wri tt an 
_._ 
anners to questions, written main ideas, written original 
paragraphs and written letters, the content of which was 
based on car card advertisements. 
B. Definition of Terms Used. In this study, "retarded 
readers" mq be defined as those seventh-grade pupils within 
a normal range of intelligence or better whose reading 
achievement is found to be approximatel7 two or more years 
below their reading capacity as measured b7 (1) standardized 
-1-
.. , 
1 
tests, (2) classroom achievement or first bimonthly report 
card, {3) teacher's opinion and (4) parent or pupil in-
formation. 
J'or the purpose of this study, the term "written 
skills" has been use<l to indicate the child's ab1li't7 to 
express clearly his thoughts in writing after reading and 
( 
thinking. 
"Oar card advertisements" are those used in trans-
portation advertising on trackless trolleys, street oars , 
-· ---..... 
trains, and busses and known commercially as transitads. 
Justification for the Selection of the Problem 
The conclusions from research of specialists, the 
urgent requests of classroom teachers, and the experience 
o-f the writer in teaching groups of seventh•grade retarded 
readers established the fact that more specific exercises 
are needed to improve the ability of upper-grade students 
to respond in written language in order to achieve suc-
cessful learning both in school and out of school. 
The workbook of exercises has been constructed for 
use in grade seven by pupils who have the eapaei ty to 
express themselves independently in writing although not 
1 Donald D. DUrrell and Helen :Blair Sullivan , Reading 
Capaei~ and Achievement Teats. (Yonkers-on-Hudson,New 
York: ortr'Book Oompany,1937T. 
2 
yet masters of the essential skills required for success 
in grade seven. 
Since "enriched experience and the lift of related-
activity motivation is often the most important need of 
2 
slow learners," the exercises were built on the content 
of current car card advertising. There has been a marked 
improvement in the quality and the quantity of advertising. 
to a degree that the child and his family may benefit by 
a better way of life only if they can read, interpret, and 
make use of the information contained in advertisements. 
Because of the increased cost of living, both parents 
are often employed outside the heme, and the problems of 
consumer buying must be assumed by the child. To meet 
these needs, the child has a vital need for the application 
of adve~tising in everyday life. 
A great proportion of the nation81 wealth is spent on 
advertising each week. For example, Life Magazine, in 
1946, received about a million dollars from each week1y 
advertiser and the Saturday Evening Post charged $12, 000 
3 
for one page of colored advertising for each issue. These 
figures proved impressive enough to warrant the choice of 
2 Dona1d D. Durrell, "Development of Comprehension and 
Interpretation," The Fort~-Eighth Yearbook of the National 
Society for the siii!z of duoation, Fart II;-1.~, p. 2o4. 
3 Augustus H.Smith,Glad7a Bahr,and Fred T.Wilhelms, Your 
Persqnal Economics (second edition; Wew York:McGraw-Rrrr-
Book Company, Inc., 1949), pp. 114-115. 
3 
advertising as a worthwhile topic upon which to build 
exercises. ~e child and his family should be able to 
read, nnderetand, a.nd use this powerful realm of printed 
symbols. 
!IVE-POIB! PLAN !OR LEARNING 
In the preparation of these exercises a five-point 
plan for learning, similar to that established by Anderson 
4 
and Gates, was attempted. It was: 
1. Selection of content within the child's experience, 
--advertising for consumer-buying. 
2. Emphasis on the skill of written response with 
its interrelated phases of thinking, reading, listening, 
and speaking. 
3. Development of motives,--in school and out-of-
school use in daily problems. 
4. Adequate provision for efficient practice in the 
created exercises, without verbalism. 
5. An increase of desire to remember because of 
advantages gainea by the ohild in accurate interpretation 
of advertising information and facility of expression. 
4 G. Lester Anderson and Arthur I. Gates, "The General 
Nature of Learning," The For~-Winth Yearbook of the 
National Society for the §tu of Education, Part'I'71950, 
P• 33. 
4 
A snmma17 of the conclusions in the above study may be 
stated in answering the Question of how children learn as 
follows: (1) when there is a change in behavior, (2) 
when there is a motive and parallel goal which causes 
response in learner, ( 3) when the learner' a experiences 
continue to be interrelated into larger reaction patterns, 
and ( 4) when there ia sufficient drill to insure a transfer 
5 
of learning to wider areas of experience. 
To validate the statement that the conclusions from 
the research of specialists bear positive witness to the 
importance of the problem, the following quotations are 
proposed in addition to those in t .he next chapter. 
Recommending that common learnings in junior high 
school should be based on needs of the pupi1,--ten im-
peratives, the resUlts of an intensive study by adminis-
6 
trators, were set forth and developed by Axe in a recent 
publication. Of the total, two gave evidence toward the 
problem of this study. One was the ~need to develop a 
sense of the values of material things," and the other 
5 Ibid., PP• 34-35. 
6 Fred w. Axe, "What About Common Learnings in the Junior 
High School?" The Bulletin of the Wational Association of 
Secondar{•Scho~rinciEals-:-.Part 'l!, Vol. 34, :No. 169, lV50, 
PP• 25'7- O. · 
5 
was the "need to grow in their ~the pupils'~ ability-
to observe, listen, read, think, speak, and write with 
purpose and appreciation." More specifically, useful 
knowledge imparted to the child was found to include: 
(1) available sources of protection and information for 
the consumer, (2) financial experience teaching a balance 
between wants and resources, (3) respect for property-, 
and ( 4) skills in speech and writing for clarity- in e::x:-
7 
pression. 
1 lie, Loc. cit • 
. --
8 Lou La Brant, "The Individual and His Wri tfng," The 
English Journal, 39:187, April, 1950. 
9 Ibid., P• 187. 
10 Pennsy-lvania, The Elementa.r\ Course of Study-. Bulletin 
233-B, Department OT'"Publie Ins ruction, Oormnonwea.l th of 
Pennsylvania, 1949, pp. 100-106. 
6 
oneself clearly, concisely, and effectively in writing." 
It further suggested activities by which a teacher may 
11 
improve this skill. 
12 
A course of study used as a guide for teaching 
language in grades seven, eight, and nine, in the school 
system of the writer's teaching experience, had two funda-
mental aims coinciding with this study. In the first 
place, it was recommended that the child be trained to 
"develop hie power to understand and evaluate the spoken 
and the written word." In the second place, the child 
should be trained to "think, speak, and write well enough 
••• to communicate ideas, purposes and experiences." 
. 13 
From statements made by Sherman, psychiatrists ob-
served that capable treatment of the child with a reading 
difficulty increased motivation in meaningful, practical 
reading which is not below their level of intelligence. 
~ore can be done by interesting these poor readers in the 
importance of what they read than by stressing the mechan-
14 
ice of reading." 
11 Loo. cit. 
--
12 Boston, Course of S£uc1y in E~lish, Grades VII, VIII, 
IX, Boston Public Scnoo e Doeumen E'o.2, Boston-;-!'93"r,P": 13. 
13 Mandel Sherman, "Psychiatric Insights into Reading 
Problems," Clinical. Studies in Reading, I. (Supplementary 
Educational Monographs, No. 68. Ohicago:The University of 
Chicago Press, 1949), pp. 130-152. 
1 4 Ibid., P• 132. 
7 
"Successful remedial work is not to be sought in a 
15 
single rigid prescription," wrote Gates in a discussion 
o'f ways and means to improve retarded reade:t-s. An ap-
proved method was that o'f teaching related topics by a 
unit "which lends itsel'f readily to activities o'f the 
linguistic, dramatic, artistic, constructive, and ex-
16 
ploratory type." 
In a group of $XP8riments with selected pupils re-
ceiving remedial instruction of various types and amounts, 
17 
Monroe found that reading difficulties are not usually 
overcome in the regnlar classroom; the pupils "are able 
to make normal and accelerated progress under special 
methods adapted to their difficulties." 
While these findings are certainly true, there are 
many schools which cannot provide programs for individual, 
private instruction. Therefore, retarded reader s may be 
found at random in any classroom, and should be given as 
15 Arthur I. Gates, The Imtrovement of Readin,. (third 
edition; !few York: Thellaom 11an Company, 1947 , p. 1.6. 
16 Ibid., P• 394. 
17 Marion Monroe, Children Who Oannot Read.{Chicago: The 
Uni verai ty o'f Chicago Press, 1:'§'46) , P• I4!':" 
8 
• 
much adapted instruction as possible. It is the purpose 
of this paper to contribute, in a set of exercises, some 
practical applioat~ons of that principle. 
In this chapter, an attempt has been made to state 
a problem useful to both retarded pupils and to their 
classroom teachers and to justify its sele'otion. The 
next chapter will extend a review of research pertinent 
to the problem of improving written skills through the 
use o~ oar card advertising • 
9 
CHAPTER II 
llEVIEtf 0!' THE LITERATURE 
The research reviewed in this obapter will be pre-
' 
sented in two parts: part one, the recent literature an 
written language skills as a teclmique to improve retarded 
readers, and part two, a brief summary of economic educa-
tion through advertising within the limits of a seventh-
grade chil.d's experience. It was the intent of the 
writer of this service paper to combine, if possible, both 
areas in creating the exercises. 
Part One 
Literature ~written-language skills ~ ~ technique 
!2 improve retarded readers. All teachers have been con-
oerned about the child's abil.ity to express himself through 
the medium of written skil.ls. But for the child who is 
retarded in reading, although mentally and physically of 
seventh•grade maturity, the handicap of poor written lan-
guage ia tragic. Upon diligent investigation, the writer 
of this study found leading authorities who endorsed the 
fact that remedial· readers' written language needs must 
still be provided for in the regular classrooms if not in 
supplementary clinics. 
...10-
1 
McCullough, Strang, and Traxler set forth the follow-
ing explanation found pertinent to this stut17: 
Reading is a continuous growing process, not a gift 
from one's first-grade teacher •••• There are health factors, 
pbysical factors, social and emotional factors, and home-
background faotors that can defeat the best work that a 
teacher can do. 
It is smasing that, after all our years of experience 
with the "normal curve", we should be surprised that 50 
per cent of a seventh•grade class is neceesaril7 below 
average in reading. 
These authors gave a clear pioture of all the addi-
tional reading problems that the child must meet in order 
to progress in school. Among these were ntmlerous terls 
each having a different st7le of vocabulary, sentence 
structure, content, and study skill. They accused teach-
ers who neglected to give clear assignments, help in ref-
erence materials, and practice. in the skills needed for 
the reading of their subjects, as those "responsible for 
2 
the meagerness of the average American's reading." 
1 · Constance M. KoCUllough, Ruth M. Strang, and Arthur E. 
Traxler, Problema in the IIfrovement of Reading (first 
e d1 ti on; Jfew York :ICGraw•!tl: Book Company, Inc. , 1946 ) , pp. 
115•116. 
2 Ibid., P• 116. 
11 
In setting forth his principle of the interrelation-
ship of reading to the other language arts of speaking , 
3 
spelling, and writing, Betta stated: 
Language instruction; i.e., speech, 
reading, and. writing-is proTided in the 
elementary schools for the purpose of 
developing efficient citizens. To 
achieve this goal, it is necessar,J not 
only to guide the children in their 
acquisition of language skills and 
abilities, but also to teach them how 
to use language •••• 
!hat there are accepted methods of improving the 
writing power of chilclren was pointed out by Betts when 
he said, wGreater gains in language development can be 
eXpected when the teacher takes the necessary steps to 
find out where each child is and provides instruction in 
4 
terms of that evidence." 
As part of a plan to measure specific reading needs, 
Betts presented the following procedure related to this 
study: 
A. Written responses may be used to advantage 
to check the number of accurate constructs 
or ideas the pupil can recall, the accuracy 
of the sequence of the results, and the 
ability to organize. 
B. Comprehension may be appraised by means of 
aided or unaided recall test items. 
3 Emmett Albert Betts, Foundations of Readinf Instruction. (New York:Americsn Book Company , 195~and 194 ), P• 57o. 
4 Ibid. , P• 574. 
].2 
c. Sequential single-answer questions to 
evaluate details by a word, phrase, or 
sentence response; and the single ques-
tion which requires the pupil to repro-
duce what he has read, are two fine 
teclmiques. 
D. Delayed and immediate recall are both 
important to check retention. 
E. Inferential or thought-type questions to 
discover ability to note relationships will 5 
estimate quality and depth of understanding. 
Giving weight to the importance of written response, 
6 
Durrell found, 
Since the products of study are often 
measured by unaided oral and written re-
call, it is desirable to include teats of 
these skills in any program of reading 
comprehension and if ••• the written or 
oral account is inaccurate, remedial work 
is indicated. 
Whether the written response is aided or unaided, 
the child whose writing is improved will improve in read-
7 
ing, for, as Hovious observ.ed, " ••• reading and writing 
(or speaking) are simply two faces of the same coin. The 
consumer (reader ) needs only to reverse his techniques to 
become a writer (producer)." 
5 Ibid., PP• 459-462. 
-
6 Durrell, !2• ~., P• 202. 
7 Carol Hovious, Su~gestions for Teachers of Readinf, 
Grades VII to XII. (~ston: D.~Heath and ~mpany,l 39), 
PP• 6-7-:- - -
13 
a 
A logioal design wa.s offered by Durrell. to improve 
the skill of response when he said, 
Praotioe in oral reoall of first, short 
selections, then, longer or more difficult 
selections is usually effective. Children 
ma7 work in pairs, with each child provided 
with a check list of ideas over the material. 
read by the other. Gradation in the recall 
exercises may be obtained by providing ques-
tions which prompt the memory in the earlier 
exercises, then using more general questions, 
and finally giving the child no aiding ques-
tions. Outlines ma7 be used as mnemonic de-
vices with the child using the outline to 
check or aid his recall when necessary. 
As opposed to the mode of teaching language in purely 
academic situations such as the study of English grammar, 
9 
composition or textbook-recitation, Mursell pointed out 
that, "Language is a tool for living, and unless so treated, 
development will not take place." To teach written analy-
sis according to the above, Mursell. recommended the f ollow-
ing steps to be used by the pupil, "copy, compare, inter-
10 
pret, discuss, write freel7, and evaluate." 
11 
In a recent statement, McKee declared, "The ac-
quisition of skill in speaking and writing clearly and 
exactly improves one•s ability to dig out the meaning •••• 
8 DUrrell, ~· cit., P• 202. 
9 James L. Mursell, Develoa;ental Teachin~ ( first edition; 
New York: McGraw-Hill Book ompa.ny, Inc. , 1 · 49) , p. 130. 
10 Loc. cit. 
11 Paul McKee, The Teachintiof Reading in the Elementary 
School.(Boston:Houghton,Mif In Company,!V~ P• 97. 
14 
that is somewhat difficult for him to ttnderstand in read-
ing. " • • • Both Mursell and McKee pointed out that language 
is a tool. The latter presented concrete tools as follows: 
(1) the ttnderetanding that a word or a group 
of words may be used with one or another of 
several meanings and that often one must think 
carefully in order to decide which meaning is 
intended, (2) the ability to use the context 
to build the meaning of a word or roup of 
words whose meaning is strange, (3 the ability 
to distinguish between emotive language and 
informative language, (4) the ability to 
interpret figures of speech, (6) the ability 
to establish the relation between the several 
parts of a sentence, (6) the ability to inter-
pret the meanings of certain uses of punctua-
tion marks, (~) the ability to re-organize a 
poorly written paragraph, and (8) the ability 
to sense the relation between the sentences 
in a paragraph. • • • 12 
That problems of' growth in ·language skill vary w1 th 
13 
the age and experience of pupils was one of Smith's con-
clusions. Added to this finding she compared growth in 
power to think with growth in language power. Four of 
these abilities are "(1) to stick to the subject under 
discussion, (2) to relate events in the simple sequence 
of time, (3) to order ideas in relationship to a problem 
or purpose, and (4) to interpret experience, generalize 
12 Ibid •• P• 96. 
13 Dora V. Smith, "Growth in Language Power as Related to 
Child Development," For~-Third Yearbook of' the National 
Society f'or the study g_ Education, :Part II, "'i"§'44, P• 66. 
16 
14 
concerning it, or draw inferences from it." These four 
. . 
skills admittedly aid the thinker to write clearly when 
his welfare is at stake either in the classroom or in 
li~e outside of school. 
15 
Reaffirming other specialists, Gray explained, "In 
oases where children fail to proceed as they should in 
light of their mental ability, speoifio attention must 
be given to the oause •••• and remedial training provided." 
Among the oorreotive training steps suggested by Gray and 
allied to the present stu~ are those whioh aid the reader 
in "(1) recalling relevant facts; (2) studying the spe-
cific sense in which the verbal and non-verbal symbols 
ar e used; (3) rationally evaluating pertinent illustra-
16 
tiona; and (4) fusing new ideas with previous experience." 
A di~ferent mode of procedure was found in concrete 
presentation of diagnostic and remedial practices at the 
17 
secondary level by Blair who made five general smmmaries 
14 Loo. oi t. 
--
15 William s. Gray, "Basio Competencies in Efficient 
Reading," Readin' in an~ of Mass Oommunioation,English 
Monograph, No. 1 . :TNe:E'ioruilcouoil o:t Teachers of 
English. New York· Appleton-Century-Oroftons,Ino., 1949), 
PP• 64-65. 
16 Ibid., PP• 67-,2. 
17 Glenn Blair, Diagnostic and Remedial Teaching i n 
Secondar y Schools. {New York~e Maam111sn Oompani71946), 
P• 117. 
16 
which are condensed in these ideas: 
(1) begin wher e pupil. is, (2) inform him often of 
progress, (3) use exercises that satisfy pupil's basic 
goals, (4) commend effort frequently, (5) avoid monotony 
by variety of tasks. 
Specific conclusions associated with the problem of 
this study wer e found as follows: 
1. For remedial reading, there should be an abundance 
of reading materials of many types and levels of difficulty, 
while the content is mature. 
2. For remedial spelling, it is better to have 
pupils write the word they are learning to spell because 
in life situations words are written while using visual, 
auditory, and kinesthetic cues. 
3. For remedial English, there should be plenty of 
opportunities for pupils to speak and write correctly, 
little time given to formal grammar, drill at points of 
error, and stimulation of work by relating it to each 
18 
pupil's own life ambitions and goals. 
18 Ibid., pp. 209, 304, 370. 
17 
19 
In an experiment by Foster to measure the improvement 
of sixth•grade pupils in ability to recall material read , 
and to recall it in sequence, by writing immediately after 
reading the following snmmary of findings was given: 
An examination of the total findings reveals 
that there was growth in ability to write 
material read and to write in sequence. There 
was greater growth by the experimental boys 
than girls over the seven-week period. The 
results of the experiment show that ability 
in written recall and se~uence in recall may 
be improved by: 
1. Planning teaching aids and procedures to 
reach that goal. 
2. Planning consistently good teaching to 
meet special needs. 
3. Planning for proper motivation of the 
child through interest. 
4• Planning to keep the child constantly 
aware of the goal and of his progress 
along the way. 
Fol lowing her summary of research, Foster observed 
that children are able to recal l in writing material read 
when they are aided by questions. "Ther e are times," 
20 
said Foster, "when this help must be omitted ." She then 
19 Elizabeth v. Foster , "Experiments in the Improvement 
of written Recall," (unpublished Doctor's dissertation , 
Boston Uni ver sity , School of Education, Boston, 1949 ), 
PP • 1 62-163 . 
20 L oo. cit . 
--
18 
listed six specific situations commonly requiring unaided 
recall, among which were: 
1. when written directions are to be read and 
followed. 
2. when written reports are to be ma4e on current 
news items. 
3. when written reports are made after reading on 
assigned topics. 
4. when written answers to specific questions based 
on material are required. 
To Foster's list, the writer of this paper has added 
the following out-of-school situations ooourring in the 
life of the child: 
1. Writing Letters--friendly, such as an invitation, 
a note of thanks, a get-well letter;--business, 
such as an application for part-time employment, 
for a birth record, for a social security card, 
for tickets, for information about cost or mater-
ial to be purchased. 
2. Filling in Blsnks,--money orders, coupons for 
payments, licenses, hospital records, sport 
applications such as YMCA forms, forms for 
purchase of car checks, bank checks and mail 
orders. 
3. Writing for parents or others as an agent,--
recording telephone messages, writing notices, 
making shopping lists or laundry lists, 
19 
3. (continued) 
recording emergencies such as accident information, 
directions for treatment during illness, and 
requests for help. 
21 
Another experiment was conducted by Burke who wrote 
and evaluated exercises to aid the oral recall of sixth-
grade pupils. She used a precise lesson plan of graded 
lessons for twenty-five successive days with four work-
books for each pair of children. Two workbooks were mated,-
one contained the questions and the other contained corres-
ponding answers. Taking turns, eaoh child read a paragraph, 
then wrote answers to questions asked by his partner. As 
the lesaons progressed, the questions became fewer until 
a whole paragraph oould be retold without the aid of ques-
tions. Burke found marked gains in the skills of oral and 
22 
written recall by the experimental group. 
23 
Another service paper written by Hulsman developed 
exercises designed to assist sixth•grade pupils in the 
essential study-skill of organization of material read. 
21 Marie Louise Burke, ~An Evaluation of Workbook Exer-
cises for Developing Oral Recall in Grade Six," (unpub-
lished Master's Thesis, Boston University, School of 
Education, Boston, 1946), PP• 10-11. 
22 !!!!•• PP• 42-4:4. 
23 Helen Louise Hulsman, "Exercises to Develop Reading 
Organization in Grade Six," (unpublished Master's Service 
Paper, Boston University, School of E~cation, Boston, 
1947); PP• 26-28. 
20 
She tried out her exercises using an informal test con-
structed from samples of the exercises. The study was 
informally tried out on only twenty-two pupils without 
a control group. However, of practical value to the class-
room teacher, her approximate estimates were indications 
well worth studying. Among others, the following were 
selected as parallel to this service paper: 
1. Specific drill can increase pupil-skill in 
the field of organization. 
2. The slow readers may do nearly as much 
improvement as average or good readers. 
3. Pupils need drill in recognizing and 
composing topics in title and sentence 
formation. 
4. More than five weeks are needed to develop 24 
the varied skill• in reading organization. 
As part of a course of stu!y in language arts for 
26 . 
grade seven, Ryan presented certain recommendations • 
among others, that bear on the subject of written commlllli-
cation. These are: 
1. Re-examine the daily exercises with language, ••• 
and do them qui ekly in terms of reality. Teach 
the filling-in of order blanks and similar 
forms- even with the ballot •••• 
24 ~., P• 46. 
25 · Mary K. Ryan, "Course of study in Language Arts for 
Grade Seven," (unpublished Master's Theaist Boston Uni-
versity, School of Education, Boston, 1950}, p. 33. 
21 
2. Introduce independent writing, limiting it to 
the topics the student oan really handle. 
Tbrough this medium of talking simply about 
the events and questions of hie daily life, 
I would lead the student to discover the 
power and the pi tfalle of language. 
3. Make eve77 paper a responsible event. Wbat-
ever the matter, there is a place for honesty, 
clari 't7, and effort. 
4. Relate experience with writing and speaking 
to reading, asking from the writer the same 
honesty, clarity, and effort that -the students 
expend on their little papers. 
26 
An experimental problem was conducted by Shea in 
which 128 seventh-grade pupils in four classrooms of a 
nearby town were given 26 lessons in sequence during their 
daily English period. The 64 in the experimental group 
had specific lessons on models from prose, poetry, pic-
tures, and games. Two of the major findings were selected 
as proof of the value of exercises in written response. 
They are, "Significant gains were evidence that writing 
vocabulary o'f children will increase when emphasis is 
placed on written application" and "A definite program 
26 Margaret Anne Shea, "The Development and Evaluation 
o'f a Method for Enriching the Writing Vocabulary of 
Chi1dren at the Seventh-~rade Level," (unpublished 
Master's Thesis, Boston University, School of Edncation, 
Boston, 1946), pp. 51 and 56. 
22 
of instruction will increase writing vocabUlary quali-
tatively as well as quantitatively." This study gave 
no penalty for misspelled words and no emphasis was given 
27 
to compositional technique. 
That seventh•grade teachers should continue to apply 
the teaohing teolmiques used by element817-grade teaohers 
in order to effect the best educational progress for ~&ch 
28 
pupil was stated by Parley in a discussion where, among 
other suggestions, she recommended the study of each 
other's courses of study and subsequent adjustments to 
fit the class needs. Said Farley: 
One of the greatest problems is to decide 
what shall happen to those children who, 
at the end of the sixth grade, cannot read 
on a seventh grade level. • • • Reading is 
interpreting a written symbol in the light 
of an experience which we have had actually 
or vioariously. Research has determined 
that developmental reading must continue 
into the junior and senior high schools. 
27 Loc. oit. 
--
28 Genevieve J. Farley,' "Correlation and Integration," (unpublished paper read before the Junior High School 
Workshop of the Boston Public Schools, Boston, Massa-
chusetts, January 20, 1951). 
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The three important tasks in the intermediate 
grades - to increase comprehension, speed and 
vocabulary - are still important in junior high 
school whether a child has reached a seventh-
grade level of reading or not. Provision 
should be made for the continuation of the 
reading skills and habits regardless of grade 
levels, throughout the child's school life. 
Then there will be growth in reading as well 
as growth through reading. 'Doesn't that make 
us all teachers of reading on every level and 
in every subject? 29 
Part Two 
A brief summary of economic education through ~­
vertising within the limits of ~ seventh-grade child's 
experience. As was stated in the beginning of this chapter, 
the purpose of the author was to combine a phase of economic 
education with that of written language or response. The 
brief summary hereby given will establish, it is hoped, 
the propriety of the content chosen. 
Since the chief purpose of this stu~ was to improve 
the writing skill of retarded readers, the phase of economic 
education selected was that field of advertising covered by 
car cards. Those used in building the exercises are known 
30 
as National Transitads. A brief summary of the oar card 
will be followed by the importance of advertising as a 
means of consumer education for seventh~graders. 
29 Loc. cit. 
30 See Appendix A. 
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In his resume of the growth o~ oar cards as a medium 
. 31 
of advertising, Bird stated: 
~e car card was a primitive vehicle as far 
back as 1860 when B.T. Babbitt used the Third 
Avenue horeecar line in New York to promote 
soap sales~ In the 90 1 a _Artemus Ward fjseudonym 
of Charles ~arrar Browne:; contracted witb 
transportation companies in ten cities to post 
cards in their trolleys. His successor was 
Barron G. Collier, who by 1905, at the age of 
33, controlled the advertising in over 11,000 
streetcars in nearly 350 cities •••• In recent 
years, an increasing proportion of transit 
advertising hae been agency created. Starting 
in 1944, ••• the Advertising Research ~ounda­
tion ~has conducted~ a continuing stu~ of 
transportation advertising. 
The purpose of car card advertising is to sell 
products, to educate in matters of products, and to pro-
mote civic activities. The transitads, a type of oar card 
used nationally, were selected as models because of their 
high interest appeal, colorful pictures, and brevity of 
reading matter as well as their wide range of informative 
material. 
31 Harry Lewis Bird , This Fasoinatins Advertisins Business, (first edition; :New Yoi=1t':The Bobbs-Merr111 Company ,l'94'1), 
P• 251. 
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Intensive experience with retarded readers bas led 
32 
Robinson to conclude that "usually pupils are better 
prepared to comprehend facts, less well prepared to grasp 
main ideas, and are poorly prepared to interpret, to 
draw conclusions, and to predict outcomes." Strengths 
and weaknesses must be determined and remedied by applica-
tion "of different types of written materials and dif-
ferent techniques." 
The use of transitads certainly provided the variety 
advised in the above remedial-teaobing idea. The quality 
of color, art, language used in the format of transitads, 
plus the brevity and simplicity of the language have a 
strong app~al to readers of all ages. The number and the 
novelty of the advertisements added to their readability. 
That successful advertisers' fundamentals and prin-
ciples drawn from direct experiments agreed with the 
selection of materials in the use of oar cards is found 
33 
in the following statements from Glim ~alias of George 
L. Mi11er_7 : 
1. Both words and illustrations are kept simple. 
32 Helen M. Robinson, wproblems of Seriously Retarded 
Readers from the Chicago Community,"Clinioal Studies in 
Readins, r-(Supplementary Educational Monographs,lfo.68. 
Chicago:The University of Chicago Press,l949), P• 72. 
33 George L. Miller (Aesop Glim) ~--!!! Core of 
Ad.vertising, (first edi tion;E'ew Yorlf:JlCGraw-Hill Book 
Company, Ino., 1949), PP• 102-103 and 251. 
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2. Oar cards, like posters, depend upon brief copy. 
3. Pictures are used liberally. 
4. It is estimated 39 million people see these 
car cards every day. 
5. Manufacturers of foods, drugs, and cosmetics 
are among the most constant users of this 
medium. 
6. Advertising cannot afford to condone any 
breakdown in good manners and good taste. 
7. Correct grammar is good taste. There is 
nothing upstage about it. It inspires the 
confidence of those who use good grammar 
and of those who don't. 
The use of advertising in the classroom, in like 
manner of the present service paper, was found in a 
34 
course of atuay from which the following aims seemed 
applicable: 
Discussing the importance of advertising as it 
affects the consumers' choice of goode •••• Discussing 
whether printed or radio advertising is most effective •••• 
Reading labels carefully and comparing them with adver-
tising matter. Collecting a large number of advertise-
mente and verifying or disproving their claims by accounts 
of the use of the goode advertised. Testing some of the 
goods advertised. Discussing advertisements which make 
e~ravagant claims. 
34 Arkansas, A Tentative Course of Etuetz for Arkansas 
Schools, Elementary · Section. s:eare epartment of Educa-
tion, tittle Rook, Arkansas, 1936, P• 183. 
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The importance o'f consumer advertising was proven in 
35 
a six-year study conducted by a national education group, 
who integrated and -compiled a aeries o'f literature to 
guide the classroom teacher in planning the beet program 
for the student. 
Substantiating the point of view of this service 
paper, the study disclosed that people use advertising 
as a source of information in order to raise their 
standard of living. In a careful discussion of this 
use of advertising, it was stated that the student should 
collect advertisements of all types and 
from all sources about it. Let him dissect 
the advertisements to see precisely what 
they say, how much is mere trade puff, how 
much is specific fact ••• Let him generalize 
as to the kinde of advertisements he thinks 
will serve him beet, yet be worth while to 
the advertiser. 36 -
37 
Damon, who has made a number of contr ibutions to 
economic education, reported that English teachers are 
learning to contribute some of their classroom time to 
a study of the use of language i n business. Said Damon, 
36 Conaumer Education in Your School, Handbook for 
Teachers and Adiriin1s trat0ri7"1'ationa1 Associati on of 
Secondary-School Principals of the National Education 
Association, washington, D.C., 1947, PP• 86-87. 
36 Loo. ill· 
37 G.E. Damon, ~ow Can Economic Educat ion Be Devel oped in 
the Curriculum?" The Bulletin of the National Association · 
of Seoondar;r-Sohoor'Princlpa1e-;1SaF-tt, Vo1. 34, No. 169, 
washington, D.o., 1956, PP• 133-136. 
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"the important by-product, an awareness of how to read 
38 
and evaluate adver tising, can well be the most important." 
Finally, and in addition to the preceding research 
11 terature, there are two Doctors'· studies which have 
39 
bearing on the present subject - Gavian, a recognised 
authority in the field of consumer education, and 
40 
Gillaspie, a recent contributor. The findings of the 
latter were significant because they resulted from a 
study of unsolicited consumer questions to the Good 
Housekeeping Magazine. The results showed that consumer 
problema should be answered and that a teacher might in-
clude such items as: "cause of condition, how to prevent, 
and reasons why," as well as what to do, how to do, how to 
care for, and what to care for when constructing exercises 
for economic education. 
38 Loo. cit. 
--
39 Ruth Wood Gavian, Education for Economic Competence 
in Grades I to VI. Teachers Coliege Contributions to · 
~ucation,-wo. ~4. (New York: Bureau of Publications, 
Teachers College; Columbia University, 1942), pp. 171-172. 
40 Beulah Vesta Gillaspie, Consumer ~estions and Their 
Significance, Teachers College Contr utions t~dncation, 
No. 947. (New York: Bureau of Publications, Teachers 
College, Columbia University, 1949), P• 34. 
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That children of grades one to six should be helped 
to appreciate family economic problems, evaluate wise 
spending, contribute to community welfare, and "that oppor-
tunities for evaluating advertisements be utilized," were 
41 
the recommendations found in Gavian'a data which were 
partiaularly applicable to this research. 
Conclusion. The weight of evidence by accepted 
authorities in both the field of written language skills 
and in that of economic education through advertisements 
has seemed to indicate the advisability of their use in 
the teaching of retarded readers in grade seven. In this 
chapter, an attempt has been made to review the research 
literature in the above fields. The following chapter 
will describe the method used to create the exercises. 
41 Gavian, ~· cit. 
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CHAPTER III 
DESCRIPTION OF THE STUDY 
I I I - , . 
!he Five Written Skills Used in the Exercises 
Skill One - Written Enriched Vocabulary 
Skill Two - Written Answers to Questions 
Skill Three - Written Main Ideas 
Skill Four - Written Original Paragraphs 
Skill Five - Written Letters 
Plan of Lessons f or Five Oral Readiness Exercises 
and Twenty•five Written Exercises 
Total -30 
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' 
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CHAPTER III 
DESCRIPTION OF THE STUDY 
As stated in Chapter I, the basic purpose of this 
workbook was to improve five written skills of seventh-
grade retarded readers, namely; written enriched vocab-
ulary, written answers to questions, written main ideas, 
written original paragraphs, and written letters. 
The Plan of the Workbook 
Thirty consecutive lessons of approximately twenty 
minutes each were written. The firet five lessons were 
planned as oral readiness exercises to orient pupils to 
the use of oar card advertising, to the concept of economy 
from intelligen t interpretation of advertising within 
their experience, and to the five written skills selected 
for practice. 
The twenty-five written lessons followed a numerical 
sequence. The first and second exercises gave practice 
in the first and second Skil~s respectively. The third 
exercise gave practice in a combination of the first and 
second skills. Continuing in the order, as a skill was 
added, the succeeding lessons were combinations of those 
that preceded. 
-32-
~his plan was followed for two reasons, --first, to 
lend variety to the exercises and second, to review the 
practice often in order to lessen the rate of forgetting. 
Criteria for Language Structure 
~he language structure of the workbook was determined 
by the purpose of the exercises constructed for pupils 
within a normal range of intelligence or better who would 
therefore profit by material if it were within their speak-
ing and thinking vocabulary. To use very short sentences 
would destroy interest, for seventh-grade students speak 
with mature sentences. Because the material was based on 
1 
oar card advertising, it was obviously simple, for that 
type of advertising is created purposely to be read easily 
2 
and quickly by the general public. 
1 Artbnr Judson Brewster, Herbert Hall Palmer and Robert 
G. Ingraham, Introduction to Advertising,(fifth edition; 
New York: McGraw-Hi11 Boox~ompany, Inc., 1947), P• 139. 
2 George L. Miller (Aesop Glim), QQH, the Core of 
Advertising,(first edition; New Yo~ThilMoGraw-~1 
Book Company, Ino., 1949). 
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Directions to Teachers for Giving the Exercises 
The time needed for each exercise will vary according 
to the skill of the students. One task may be harder or 
easier for the particular group using the exercises. 
Approximately twenty minutes a day for thirty days will 
be needed. 
Spelling i n context is an essential tool for all 
exercises. A box of 2" x 4" scrap paper with a pencil 
attached should be kept ready and habitually used for 
writing model words every time a pupil needs help. This 
may be given by other pupils or by the teacher . The 
practice will encourage both careful spelling and hand-
writing and allow for better thinking because the pupil 
will have less reason to interrupt his train of thought. 
Daily check and corrections ar e necessary parts of 
the exercises to be used effectively with retarded readers. 
Scores should be recognized as practice scores, but may 
be kept on a char t by pupils as an incentive to self-
competition. 
Some form of recording persistent errors should be 
adopted by teacher and pupil to serve as a basis for 
further remedial exercises. Notebooks are suggested for 
the recording of errors whieh shoUld be practised until 
mastered. 
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A few outstanding papers need to be polished or re-
copied in ink. To stimulate the feeling of successful ac-
complishment, choice papers may be oopied (1) to hang on 
bulletin boards, (2) to make olass reading books. or (3) 
to mail as in the ease of letters. Original work should be 
saved to be oompared with work done later in the year. 
Directions preceding each exercise should be read aloud by 
the teacher or by a good oral reader in the class group to 
insure olarity. 
A supply of oar oards was donated by a national adver-
tising agenoy. Other advertisements were contributed by 
teacher and pupils for use in the lessons. Old-fashioned and 
modern advertisements were contrasted as a preparation for 
the lessons. 
Copies of letters and related material were placed in 
3 
Exhibit A. 
4 
Copies of the car cards were placed in Exhibit 
B. 
Materials Needed 
In preparation for the exercises and, if possible, 
during the six-week period, an exhibit of oar cards and 
samples of a variety of old and new advertisements and all 
kinds of letters should be arranged in an attractive manner. 
A bulletin board for displaying good work, some 
particular advertisements and notices incidental to the 
3 See Appendi x A 
4 See Appendix B 
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ex~rcises would be effective. 
Mimeographed forms to be used in the exercises should 
be assembled. The teacher should be familiar with the 
workbook and adapt the exercises to the individual needs 
of the remedial readers. 
In preparation for the first exercise, mimeographed 
lists of words and their meanings as used in the exercises 
and oar cards should be made ready for each pupil to be 
studied in relation to the lesson and to be kept in the 
pupil's notebook as a reference during exer cises. A 
suggested list is attached to lesson 1. 
Good beginning sentences collected in a notebook 
by the teacher to be used in original paragraphs or in 
written letters will help start off the timid pupils. 
In anticipation of unit, teacher gathers letter s of 
all types or writes enough to include all the following 
var ieties: 
1. invitation to a party 
2. congratulator y informal note 
3. request for further facts ~n a letter of inquiry 
about a job 
4. community request for volunteer work in "Fund Drive." 
5. ad letter about benefits of joini ng the ~" 
6. ad l etter about benefits of certain f i shing equipment 
7. ad letter about special "bicycle sale" 
36 
a. ad 1etter about speoia1 "pets for sa1e" 
9. note from dentist for check-up 
10. friendly 1etter from friend in hospita1 
11. friendly letter from friend on vacation 
12. friendly letter from brother in u.s. Military Service 
13. ad letter announcing bank inventory 
14. form 1etter from u.s. Social Security requesting 
information on birth record 
15. business letter to parent for which pupil must prepare 
an answer (as agent). 
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SUBJECTIVE ESTIMATE BY PUPIL r/OR TEACHER FOR PROGRESS 
- CBEC -
An enlarged copy to be made by pupil and filled in 
for each written exercise or for one exeroiee eaoh week. 
Skills I Show on Corrected Papers 
Speli-Beauty Piiiio-
ing tua-
tion 
' ' ' ' ' ' J t 
' 
t 
' 
' ' ' ' ' ' 
' ' ' ' ' ' ' 
' ' ' ' ' 
' ' ' ' ' ' ' 
' ' ' 
I 
' ' 
' 
I 
' ' 
' ' 
I 
' ' ' 
' ' ' ' 
' ' ' ' ' ' 
1 
' ' 
I 
' 
r r 
' 
Cap-
itals 
' 
' 
' 
' 
' 
' 
I 
r 
' I 
Hand-
writing 
Scoring may be indicated by descriptive words --good, 
many, careful, or a complimentary sentence such as, ~Today 
I used three unusual words." 
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!! IWVITATION TO THE WORKBOOK 
Bo7s and girls, as you looked around the room this 
morning, you probabl y thought you wer e riding in a. bus 
or i n a street car. We were fortunate in obtaining these 
car car ds f r om an advertising agen cy for use in a pleasing 
workbook. 
Starting today , we shall have an exercise for about 
t wenty minutes every school day until we have completed a 
workbook of thirty lessons. We may take more time if we 
need it, but we will work as fast as we oan. !he first 
week will be our chance to get ready to do a fine job. 
The following five weeks will be our chance to show how 
much we can improve with the exercises. 
When 7ou do the written exerci ses, be careful of your 
neatness, handwriting, and spelling because other boys and 
girls will read your papers . 
Records 
To keep a record of errore that happen many times , 
you will be given a notebook. These notebooks will be 
used until the errors are overcome, even after the ex-
er cises are over. 
For a record of your improvement, an estimate chart 
like the one on the wall will be made by you and filled in 
each day. 
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Materials 
For the exercises you will need pencils, eraser, 2" x 
4" scrap paper, ordinary paper, the notebook, some plain 
white letter paper with envelopes, a pen and ink. 
Sielling 
You may have all the help you need in spelling. When-
ever you cannot spell a word, a pupil or your teacher will 
write it on a small paper which you may copy and place in 
your notebook to review later. Before you copy the word, 
study it and turn the scrap over to see if you can write 
it from memory. Copy it if you cannot remember. 
On the following pages there are some facta about 
adv.ertiaing and two different word lists. You will need 
to know these before you start. Your teacher will read 
them orally while you think and remember. They will help 
you in the workbook. Be rea~ to do a listening exercise 
at the end. 
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l!' ACTS ABOUT ADVERT I SIWG 
Advertising. The standard of living, in the present 
time, is the highest of any period in world history. It 
may surprise you to know that advertising is one of the 
chief reasons for this amazing fact. Advertising reaches 
us through the following ways (or mediums): 
billboards 
booklets and books 
brands and labels 
oar cards 
containers and wrappers 
contests 
direct mail (mail order 
form) 
films (movies) 
magazines and comics 
pamphlets 
personal letters 
post cards 
poster cards 
quizzes 
radio 
rec.ords (recordings) 
telephone calls 
television 
trade marka 
window cards 
Even airplanes write advertisements in the sky. Every 
day, in almost every way , advertising influences our way 
of living, hqw we spend, save, buy; vote, and amuse our-
eel vee. We need to understand how it may benefit us and 
how it may harm us. 
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Advantages 
Advertising educates and encourages us to try new 
and better products. It reminds us of old, reliable 
products and informs us of new or improved ways to use 
them. Advertising tells the price and composition of the 
things we buy. Advertising tells people all over the 
worl d about things made everywhere . It may expose crime , 
warn people of danger , improve schools, and conquer dis-
ease . Adver tising may bring people to church and stimulate 
good will . 
Disadvantages 
By the constitutional right of free speech, a man 
who pays for an advertisement may have his own ideas 
printed even if his ideas are unfair in many oases. Some 
advertising is exaggeration, disguise, or even fraud (pure 
lies). Some advertising wants you to buy things that 
are not good for you or that you cannot afford to pay for. 
Some advertising tel ls you to use a certain product in 
order to be as beautiful as a movie star, as popular as 
a hero , as rich as a millionnaire. Some advertisements 
promise guarantees, but by trick words, fail to keep 
their promises. To prevent being fooled or cheated , 
sign nothing until you understand clearly what you are 
buying. Learn to read and to know all kinds of advertis-
i ng. 
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Cost o:f Advertising 
Advertising is one o:f the most profitable kinds o:f 
business in our country. It · sponsors expensive radio and 
television programs. It pays for our daily news stories. 
The money for advertising is a part of the prioe of every-
thing we buy. we. the oonsmnere, pay for it all, but 
because many people buy, the eost is a very small part. 
Is it wise to know what you pay for ? 
~ Protection for Today' s Buyers 
The United States Government has passed laws that 
control pure :foods, pure medicines, true statements on 
labels, and prices of some articles • 
1. The National Bureau of Standards of the Depart-
ment of Commerce, u.s. Government, insists that weights 
and measures should be oorreet. 
2. The Federal ~rade Commission is a kind o:f police-
man for truthful advertising. Food plants, dairies, 
bakeries and restaurants are inspected by the F.T.o. 
3. The Department of Agriculture has many pamphlets 
to aid buyers by brands. Consmners• Guide is published 
:free eaoh month by this department of the u.s. Government. 
It is in your library. 
4. Consumers' Research, Ina., washington, New Jersey, 
will give helpful information • 
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6. Consnmera' Union Inc., 17 Union Square West, 
New York City, publishes a small magazine called "Bread 
and Butter," which is excellent. 
6. The National Association of Better Business 
Bureaus, Washington, D.c., is a group of honest business-
men who aim to help businessmen and conslmlers. 
7. The National Association of Advertisers. 
8. The National Association of Broadcasters in Radio 
has strict rules for honest advertising. 
9. National Association of Secondary-School Prin-
cipals: The Consumer Education Study Series of Teaching -
Learning Text Units, Washington, D.C.: National Education 
Association, 1946. 
10. American Association of Advertising Agencies, 
420 Lexington Avenue, New York 17, New York, Frederick 
R. Gamble, Presiden~, (204 agencies). 
11 . Advertising ~ederation of America, 330 West 42nd 
Street, New York 18, Elon G. Borton, President, (15,000 
agencies). 
12. Printers Ink, 163 East 24th St. , New York 10, N.Y. 
You may write to any of these for information on · 
any me~chandise for a small charge. Your public library 
has similar aids for buyers. 
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READINESS VOCABULARY CLASSil!'IED 
Who B1lys? 
Beyer shopper 
Customer 
Consumer 
Prospect 
Purchaser 
Economist 
Budgeteer 
Housewife 
Adult, child 
Advertising People 
Copywriter 
Advertiser 
Consultant 
Artist 
Commercial Advertisers 
.Announcers 
Illustrator 
Who reads Ads? 
- -
.Prospect 
People 
Person 
Reader 
All kinds of buyers 
in community 
~Makes? 
Manufacturer 
Corporation 
Company 
Inventor 
Bakers 
Grower 
Partner 
Processor 
OWner 
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Place to~ 
Stor e 
Market 
Super-Market 
Chain 
Old Oountey store 
Bakery 
Meat :Market 
Grocery 
Merchandise Mart 
Department Store 
Dairy 
Hardwar e Store 
Who Sells ? 
Retail 
Wholesale 
Self-Service 
Specialty 
Jewelr7 
Bank 
Insurance Company 
Oooperati'Ve 
Mail .... Order House 
How to~? 
Agent Florist Cash 
Assistant Credit 
Seller Installment or !ime 
Clerk Conditional Sale 
Salesman Expenei'Ve 
Merchant Cheap 
Businessman Sample 
Butcher Careying Charge 
Middleman PriceJ~J 
Peddler Discount 
4 6 
- -
How ,12 ~ 
Profit 
Sale 
Season 
Money 
Salary 
Income 
Los a 
(Private (Clearance (Fire and Water Damage 
Direct Mail (Mail-order) 
Who Helps !..2!!: ~ 
Consumers' Guide 
The National AssooiatiGn of 
Better Business Bureaus 
The National Adver tising 
Council of America 
The National Association of 
Radio Advertiser s 
u.s. Government- Department 
o:t Commerce 
u.s. Government- Department 
o:t Agriculture 
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VOCABULARY. ENRICHMENT ~ 
Words to Protect or Harm in Ad 
- ~--· 
Dure.bilit,-
Economy 
Consume 
Amount 
Fraud 
Propaganda 
Label 
Brand 
Package 
Bulk 
Style 
Fashion 
Waste 
Compare 
Resistance 
Extensive Risks 
Famous 
Informati~ 
Bait or "Leaders" 
Lure 
Type 
Class 
Code of Ethics 
Consumption 
Advantage 
Superior 
Product 
Caution 
Incentive 
Increase 
Examine or Teat Distribute 
Quality 
Quantit7 
Reduce 
Ef:f.'icienc7 
Contribute 
Standard 
Welfare 
Sooiet,-
Car Card Words --~ ... ·---
Transitad 
Similar 
Repeat 
Attract 
Merchandise 
Patronize 
Monopol7 
Variet,-
Leisure 
Public 
System 
Appeal 
cow 
Urge 
Glance 
Reminder 
Streetcar 
Trolley(Track-
lese) 
Train 
Bus 
Poster 
Magazine 
Newspaper 
Airplane 
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CHAPTER I V 
THB WORKBOOK 
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READINESS EXERCISES 
EXERCISE 1 
Readiness for Skill One - Vocabulary Enrichment 
(answers will vary) • 
Step One. Teacher reads magazine ads on foods, clothing, 
or transportation. Class finds the oar cards which match 
it. 
Step Two. Teacher reads newspaper ads and class finds 
car cards to match. 
Step Three. Teacher reads from wrappers or labels; pupils 
find car cards to match or that are similar. 
Step Four. Pupils take turn of teacher. 
Step Five. Diseuse several words in each ad. Who can 
find an unusual word? Who oan find two words that are 
opposites? Wbat words do you think would make you buy 
the product? Turn back to find words in the car cards 
that are the same or almost the same. 
Step Six. On blackboard each day, add to a cumulative 
list those words that arise in each lesson which are 
useful and worth stressing. These will arise in addition 
to the vocabulary lists given to each pupil preceding the 
exercises. They may be used at the end of any period for 
a few moments• review when there is time to spare. In-
venting word riddles like the samples below is one 
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suggestion. 
Samples 
I a.m thinking of a. word that begins w1 th "man" and means 
maker. 
Is it "manufacturer" ~ Yes, it is. 
I am thinking of a word that has four syllables and ends 
with "tic". 
Is it "automatic" ? Yes, it is. 
What is the word for a food made with fish, onions and 
milk? 
Is the word "chowder" ? Yes, it is. 
Why was a sculpture made of Benjamin Franklin? 
It is because he was a famous man. 
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EXERCISE 2 
Readiness for Skill Two -Answers to Questions 
Directions: An "advertisement" is made with words and 
sometimes pictures. We can use the synonyms "placard, 
bill, flier, commercial leaflet, handbill, poster, 
circular, notice, program, advertising, ad, or car card" 
because they mean the same or almost the same , as they 
are all names of a. form of public notice. They aid in 
making dir~ct or indirect sales. They aid in securing 
employment. If they are printed, we read them. Some 
advertising is sung or spoken only, while some advertis-
ing is sung, spoken and illustrated by pictures that 
move. Words used to make advertising are called "copy." 
The man who wrote the words is a "copywriter." The man 
who designed the picture is called an "artist" or an 
"illustrator". The "client" is the businessman who wants 
the ad. He pays for making the ad and for the space to 
show the ad. 
A group of familiar words in the copy is called a 
"slogan" or "trade mark". A well-known slogan for Coca 
Cola is "The pause that refreshes." 
Now read the following questions. Give a reason for 
each answer. The complete sentence that tells the best 
answer will be written on the board. 
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1. What are three synonyms :for a public notice? 
2. I:f a copywright is a legal right o:f ownership, what 
is a copywriter ? 
3. What three people are needed to make a car card 
and use it? 
4. When we listen but cannot see a commercial, :from 
what instrument is it coming? 
5. I:f we can read it, see it, and hear it at home :from 
what instrument is the ad coming? 
6. When you see"Aunt Jemima" on a box, what can be 
made with the contents inside? 
7. O:f what product does "Sky Chie:f" remind. you? 
8. What :fruit :from Cali:fornia uses the brand name 
of "Sunkist" ? 
9 • Wha. t is the name o:f the company that says, "Look 
in the yellow pages" ? 
10 . What does the word "Ritz" mean when you read "It 
pays to buy Ritz"? 
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Sample Answers for Exercise 2 
1. Three synonyms for a :public notice are: leafiet, 
advertisement, and notice. 
2. A copywriter is a man who writes the words in ads 
called oo:py. 
3. A copywriter to write it, a client to order and :pay 
for it, and a customer to read it are three people 
needed to make and use a oar card. 
4. When we listen but cannot see a commercial, it is 
coming from a radio. 
5. When we read it, see it, and hear it at home, the 
ad is coming from a television set (TV). 
6. Pancakes oa.n be made with the contents of an Aunt 
Jemima box. 
7. "Sky Chief"reminds you of Texaco Gas. 
8. Oranges from California use "Sunkist" brand. 
9. The Bell Telephone Company tells us to "Look in the 
yellow pages" for business numbers. 
10. The word "Ritz" means salted crackers. 
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EXERCISE 3 
Readiness for Skill Three - Main Ideas 
Directions: 
In paragraphs, you oan usually find the main idea in 
the topic sentence. In car cards, it is easier to find the 
main idea. It is usually in the largest print with the 
slogan near it. You find it by thinking a question like 
"What is this card trying to sell?" 
Imagine that you end your classmate are riding in a 
trackless trolley, a bus, a street car, or a train. To 
pass the time during your ten-minute ride, stu~ all the 
car cards so that you can play a game with your friend. 
You remember two or three minor ideas from a oar card and 
say them to your classmate. He has to guess the main idea 
on the first try or lose a point. If he guesses wrong, you 
have another turn. See who can win five points first. 
Make it easier by giving hints or make it harder by 
telling wrong ideas to see if he can tell if they are wrong. 
You ma)' form partners and have five minutes to plan 
together. 
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Sample Answers for Exercise 3 
Kinor ideas given 
1. A Wave does it 
2. Protect your future 
3. Help defend your oountr.r 
* * * 
1. People are trsnsitad readers 
2. Telephone to get facts 
3. Call Liberty 2-3180 
* * * 
1. Wear your beat clothes 
2. Wrap the gift attractively 
3. Be sure to arrive on time 
Major ideas gueeaed 
Buy u.s. Savings 
Bonds 
* * * 
Sell them w1 th 
your Tra.nsitad 
in this apace 
* * * 
There is no 
car card about 
going to a party 
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EXERCISE 4 
Readiness for Skill Four ~ Original Paragraphs 
Directions: 
A. :Prom your exhibit, study and discuss old-fashioned 
and newer advertisements. Ytnd some in the car cards and 
some in other sources. Then prepare a story of contrast 
that you may tell in a few sentences. Choose a title for 
your story. 
B. Find a "classified advertisement" in a newspaper 
under the heading "Help Wanted, Kale" or "Help Wanted, 
l!'emale." Choose one you would like to answer. Jlake be-
lieve you are applying for the job. Tell your story to 
the class. You may ass1m1e all the skills or qualifica-
tions you need. The class will decide if you "got the 
job." 
c. Choose a car card or other ad put out by The 
Advertising Council which helps the American public. By 
main ideas, some of these are: Smoky, the forest bear; 
Victory Garden, Savings Bonds, Highway Safety, Community 
Chests, Red Cross, Economic Education, Crusade for Freedom, 
Better Schools, Civil Defense and Blood Donation. 
This is called a "public service", "institutional" 
or "educational" advertisement. 
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Think about the one you have chosen. Using the main 
idea or slogan as a title, tell in one paragraph a true 
story you know about someone who was helped by this idea. 
Your teacher will find a story in the daily news if you 
oannot think of an idea. 
To tie up the lesson, a group story may be written 
on the board. The teaoher then points out ways to polish 
oontent and form. 
Here are a few ways to begin an original paragraph: 
1. With a conversation 
2. With a qu estion 
3. With a description 
4. With a oonolusion 
5. With a sugges tion 
6. With a contrast 
7. With a humorous remark 
a. With a recall of familiar experience 
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Sample Answers for Exercise 4 
A. Growth of a Business 
Just before the Civil War, a producer named Babbitt 
placed signs like oar cards in a horsecar. He advertised 
soap but only in the city of New York. Thirty years later, 
a man named Artemus ward, placed car cards in ten cities. 
In 1906, Collier's advertising business reached 350 cities. 
Today, this sort of business is one of the largest in our 
nation. 
B. Application for a Position 
I desire to apply for the position of baker which 
you advertised in today'a Boston Globe at the union wage 
of $2.25 an hour. lor the past five years I have worked 
for the Sunlight Bakery in Boston. My experience covers 
every type of product in a busy bakery. 
I am twenty-five years old, of good character, and 
dependable ability. For reference, you may write or phone 
my employer, Mr. William Grant. 
Because my employer will move to California in two 
weeks, I will be ready for work at that time. 
Very truly yours, 
Name of student 
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o. Take Your Problems to Ohurch This Week 
The lcmel7 old man who lives next door to us ian •t 
lonely an7 more. Almost as long as I can remember, the 
old man sat in his house all da7 growing older without 
:friends or :famil7 to cheer him. On her way home from work 
one night, my sister read a car card about going to church 
with troubles. She thought wha.t a fine idea for the old 
man, too. That very night she invited him to go to church 
w1 th us on S'linday. With a grateful smile, he met us and 
slowly entered the church. When prayers were over, he 
thanked us :for reminding him about God. It was a long 
time since he had prayed and now he would be lonely no 
more, for he could pra7 to God every day. 
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EXERCISE 5 
Readiness for Skill ~ive- Letters 
Directions to Teacher: 
Before the first exercise, a collection of letters 
was made. Pupils stud7, label a.nd exhibit many forms 
(except those of an intimate nature). They should include 
discarded business letters, friendly letters, notes, in-
vitations and especially letters or postcards used to 
advertise products or services. A variety of envelopes 
should also be collected. 
Using pupil leaders or individuals in the case of a 
small group, notations are made under planned headings on 
blackboard to recall main points of letter writing. 
Step~: Form 
Contrast different "inside" and "outside" address 
forms, type, margins, salutations, closings, return ad-
dressee. 
Step Two: Content 
Contrast contents to show variety of uses and reasons 
for sending of the letter. 
Step Three: 
Adapt a set of selected models representing necessary 
social and business letters. Assign students to rewrite 
modele to hang on reference chart and for seriously 
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retarded, have a copy placed in child's notebook. 
Further SUggestions: 
Teacher shou1d have or create letters on vocabulary 
levels of Grades 4, 5, 6, and 7 and have them keyed so 
that she may quickly distribute them according to the 
remedial needs of the child. 
63 
WRITTEN EXERCISES 
EXERCISE 6 
Skill One - Vocabulary Enriohment 
Directions: 
To understand the message in advertisements and to 
write the exercises well, you will need to know how to 
pronounce and to spell new words. Often, the new words 
were made by adding syllables to easy words you know. 
We oall the easy word a "root" or "base" word. When a 
syllable is added to the beginning, we call it a "prefix." 
When a syllable is added to the end, we call it a "suffix:." 
In this exercise, read the root word in the first 
column. Skim the car oards around the room until you 
find the root word used in a longer word. Write this 
beside the root word on your paper. Write the suffix or 
prefix in the next columns like the sample. In the last 
column, write the number of the car card where you found 
'the word or write the word MISSING, if you cannot find it. 
You will have twenty minutes. 
SAMPLE 
operate 
ROOT 
or 
BASE WORD 
operation 
AD WORD 
at ion 
PREFIX SUFFIX 
card 6 
No. of CAR CARD 
WHERE I FOUND 
IT OR MISSING 
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ROOT 
or 
BASE WORD 
1. able 
2. appl7 
3. architect 
4. automat 
5. collect 
6. confident 
'7. connect 
a. corporate 
9. delicious 
10. dense 
11. direct 
12. economic 
13. facture 
14. form 
15. fresh 
16. labor 
1'7. organize 
18. pres a 
19. range 
20. science 
21. script 
22. sure 
AD WORD PREFIX SUFFIX NUMBER OF OAR 
CARD WHERE I 
FOUlm IT OR 
MISSING 
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ROOT 
or 
BASE WORD 
23. tract 
24. tribute 
25. type 
AD WORD 
NUMBER OF CAR 
PREFIX SUFFIX CARD WHERE I 
FOUND IT OR 
MISSING 
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Sample Answers for Exercise 6 
No. of Car 
Root~~ Word Ad Word Prefix Suffix Oard or 
-- Mia sins: 
1. able disabled dis 
2. appl;y appliance ance 
3. architect architecture ure 
4. automat automatic ic 
5. collect collector or 
6. communicate commnnica- ions 
tiona 
7. confident confidential ial 
8. corporate corporation at ion 
9. delicious delieiousl;y ly 
10. dense condenser con er 
11. direct director7 or;y 
12. equip equipment ment 
13. facture manufacturer manu er 
14. form information in at ion 
15. fresh refreshing re ing 
16. labor laborious ious 
17. organize reorganizing re ing 
18. press compression com ion 
19. range arrangements ar menta 
20. science scientific tifio 
21. script prescription pre tion 
22. sure insurmce in a.noe 
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No. of 
Root or Base ~ord !! !.!!:! Prefix Suffix Car Card --- or Missing 
23. tract attraction at ion 
24. tribute contribution con ion 
25. type typical ical 
EXERCISE 7 
Skill Two - Answers to Questi one 
Directions: 
Observe these two oar cards about milk. As you read 
them, . think somewhat like this: 
1. .Which has the shorter headline? 
2. Which has words that tell more about the product? 
3. Which has the better picture? Why? 
4. Of the two ads, which appeals to you more? Wby? 
Notice the spelling of the useful words. As you 
say them, count the syllables you hear. When you write 
your answers, try to remember the spelling without looking-
but look if you need to. 
Put a heading on the front and the back of your paper. 
For a title on the front, write the name of the first milk 
company. But an "A" in front of it. For a title on the 
baok, write the name of the second company. Put a "B" in 
front of it. Under each, write the answers that fit 
these questions. 
1. What one important fact is told in the ad? 
2. What hard word can you find? 
3. What does the hard word mean in this ad? 
4. What statement in the ad sounds true? 
5. What statement in the ad sounds false? 
' I 
69 
6. Which ad's picture tells the most about milk? 
7. Whs.t does the ad remind 7ou to do? 
8. Row much does a quart of milk cost? Two quarts? 
9. What important fact is missing from the ad? 
10. After reading these ada, which milk would you buy? 
At the bottom o~ your progress chart, write the 
answer to this question, "Did you score better today 
than you did yesterda7?" 
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Sample Answers for Exercise 7 
A. Hood's Milk 
1. One important faot in this ad is to en3oy chowders 
made w1 th milk. 
2. The hardest word in this ad is "weather." 
3. It mesne a cold day outdoors. 
4. A true statement tells soups are good for cold 
weather. 
5. No etatemont sounds false, but I don't like milk 
in soup. 
6. The United Farmers picture tells the most about 
milk. 
7. This ad reminds you to use Hood's milk. 
a. A quart of milk coste twenty-three cents today . 
Two quarts cost forty-five cents. 
9. A missing fact is the price of the milk. 
10. I would buy United Parmers milk because it tells 
me about vitamin D in the milk. 
B. United Farmers Milk 
1. One· importe.nt fact told in the ad is that 2500 
New England farmers send their best milk to this 
company. 
2. A hard word is "homogenized." 
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3. It mesne that the cream is spread evenly through 
the milk so it can't all go to the top. 
4. Fresh daily at your grocer sounds like a true 
statement. 
5. SUnny health in every drop doesn't sound true 
to me. 
6. The United Farmers picture tells the most about 
milk. 
7. The ad reminds you that United Farmers milk is 
ver-y good. 
8. This milk costs the same as Hood's milk. 
9. No important fact is missing. 
10. I would still buy United Farmers milk unless it 
was hard to find. 
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EXERCISE 8 
Skills One and !rwo - Vocabular7 Enrichment and 
Answers to Questions 
Directions: 
From the study of car cards ads about automobiles, 
you noticed differences in price terms. Since these dif-
ferences affect how much you pay for many articles in life, 
this exercise will help you. 
Think carefully as you read the paragraphs in order 
to answer questions by remembering what you read. You 
may read the questions first, if it will help you. You 
have twenty minutes to read and write. 
To score, exchange papers to cheek meaning and spell-
ing. Correct your errore at once and enter score on your 
progress graph (or chart). Resay? Begin to read. 
Commission - if you are a salesman, your wages may be 
paid .2!!. commission. This means a sum of money taken from 
the amount paid by the buyer each time you make a sale. To 
find the sum a clerk will multiply the amount paid by a 
figure called a rate per cent - as 25% (or .25 or t). 
This smn may be all of your earnings if that is how your 
job is paid,.. 
Discount - Discount has two syllables: dis which 
means separate ~ or take !!:2!rl, and count which means 
the total count or market\ price. A discount is often 
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given as a reward tor full cash payment at the time you 
buy. You may get a discount because you buy a large 
quantity. 
To find or compute the discount, a clerk will multiply 
the whole price by the per cent of discount. This amount 
is subtracted from the total price and the buyer then 
pays the smaller price. 
Proceeds- Proceeds, with the accent on the first 
syllable, means money or Erofit received from a sale. 
Prices - Price, which means what you must pay for 
something you buy, has many shades of meaning, especially 
in buying and selling problems. 
Regular Price - A. The regular price you pay for an 
article in a store is called the marked price, the retail 
price, or the selli~~ Erioe. If it is listed in a cata-
logue or booklet, it may be called the list price. This 
figure is the whole or total Erioe without any discounts 
subtracted. 
Net Price - B. When a discount is taken from the 
retail or marked Erioe, and the buyer pays less money, we 
say he pays a '!!!! price. When people buy articles at a 
special sale, they really pay a net price. Often, the 
reason for the sale is to get rid of articles before they 
go out of style or spoil. 
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Wholesale Price - C. Businessmen often .get-- s.· special 
discount when the~ buy products for at least two reasons: 
~irst, because they buy s. large number of articles; and 
second, because they give services as shipping, insuring 
and displaying the products. When a disco1ll'l.t is taken 
o~f for a dealer, we say he pays s. wholesale price. 
_!!! price and wholesale price are often called cut 
prices. The main idea is tbat these prices are less than 
the retail or marked price. 
All prices are often changed by the following reasons: 
(1) how many are sold; (2) the season of the year; (3) 
Government control; (4 ) supply of raw materials; (5)aalary 
paid to workers; (6) overhead expenses. 
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Questions for Exercise 8 - Skills One and Two 
Fart One 
1 . If John's father, a Ford salesman, is paid "on 
commission," how can he earn large wages? 
2. Why do people like to get a discount? 
3. What word beginning with "pro" means gain from a sale? 
4. When people buy bread, what kind of price do they pay? 
5. What is a difference between a "net" price and a 
"marked" .prioe? 
Part ~wo 
6. How does a businessman get credit for transportation 
and display of a factory product? 
7. Prices in catalogues are known by what name? 
a. ~ell one reason for giving a discount. 
9. Tell in one sentence what is wrong with this idea: "You 
get a discount at the A and F stor e if you serve 
yourself." 
10. Why can Jordan Marsh Company buy clothes cheaper tban 
you canT 
Fart Three 
11. What is the difference between wages earned "on 
commissi on" and wages earned on "salary" ? 
12. In what ways are "net proceeds" like "net prices" ? 
13. If you want to check your commission, what two figures 
should you multiply? 
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Part Three (concluded) 
14. How is the retail price of goods affected by an in-
crease in workers• wages? 
15. During what emergencies does our Government try to 
control prices? 
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Sample Answers for Exercise 8 
1. John's father can earn large wages by selling many oars. 
2. A discount saves people money. 
3. The word "profit" means gain from a sale. 
4. When people buy bread, they pay a retail price. 
5. A "net" price is different from a "marked" price 
because it is a smaller amount. 
6. A business which transports and displays a product can 
get a wholesale discount. 
7. Prices in catalogues are oalled "list" prices. 
a. A discount may be given because the style has changed. 
9. The A and P Store is a self-service store so you can't 
get a discount because you didn't deserve it. 
10. Jordan Marsh buys many more clothes than I do, so they 
can get a discount, 
11. Wages earned "on commission" means you canrt get any 
money unless you sell an article. 
12. ~et proceeds" are like "net prices" because they both 
mean an amount of money from a sale. 
13. To check commission, you multiply the price of the 
product by the rate per cent of commission. 
14. When wages increase, retail prices increase. 
15. During shortages, or wars, our Government may control 
prices. 
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EXERCISE 9 
Skill Three - Main Ideas 
Directions: 
Our exercise today will be listening for the main 
idea and writing it in a complete sentence. Help in 
spelling will be given in writing by the pupil leader 
reading the ad. To score, the leader will ask you to 
read your sentence aloud. 
Taking turns, each pupil will select a oar card 
from the pile face down on the table which he will read 
orally. The class then guesses the main idea and writes 
it in best sentence form. Be ready to read your sentence 
when the pupil leader calls your name. 
Repeat the exercise until all pupils have a turn. 
Your teacher will help your sentence form during the 
lesson. 
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Sample Answers for Exeraise 9 
Card 1 
The main idea of this card is to cheok up on your 
chest to see if it is free from tuberculosis. 
Card 2 
Use the yellow telephone book to find information 
is the main ides of oard 2. 
Card 3 
I think the main idea is to use Smith's Cough Drops 
for a cold, but to win a radio contest is also imp.orta.nt. 
card 4 
The main idea is to file your income tax return. 
Card 5 
The main idea is to save money in a Massachusetts 
Mutual Savings Bank regularly. 
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EXERCISE 10 
Skills One and Three - Vocabulary Enriobment and 
Main Ideas 
Dire oti one: 
In each of the following advertisements taken from 
the car cards, there are key words omitted. Their meaning 
may be guessed by idea-clues you get when you read the 
copy. At the bottom of the page is a list of words to 
choose from. Select the ones you think make sense and 
write them in the blank spaces. You will not need all 
of them, so choose wisely. Write the word by remembering 
after you choose it. Copy it if you need to, but copy 
by syllables, rather than single letters. 
Car Card !• 
1. Build your ------with a few hours of ----- study 
each week. 
2. Four ---subjects are shorthand,----, 
business ------. 
, and 
3. The school has moved to a new ----- at Newbury 
and Dartmouth -----. 
4. To be ---- of admission you should -----~ now. 
Car Card ~· 
1. Pork, water, salt, --- and --- are the ---- of 
a ----. 
2. John P. Squire and Company owns the trade name 
of ------ ------ • 
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I! 
II 
3. When reading about -~- instead of clothes, the 
word --- means seasoned and prepared meat. 
4. When sausages are made from only one kind of 
meat they are called ---- pork. 
Car Card 3. 
---
1. Wildroot Cream-oil contains sheep oil call ed-----. 
2. In the name of the manufacturer, the abbrevia-
tion "Co., Inc.," means-- --, -----. 
3. Unless a man's hair is well ---, a young 
will --- to dance ---- him. 
4. To --- the ingredients, ----- well --- using. 
5. The sort of ---- that flows is called ----- -
cream shampoo. 
6. · !!!he hair----that----dryness and ---dandruff is 
called hair ---~· 
7. Glass and meta1 ----- are known as ----and ----. 
Most of these words belong in the blanks: 
a b c d e 
-
Accounting before Company decided English 
Arl ington bottles containers doesn't evening 
Assembly business dressed 
f 
.! h i 
finished geogra.pby handker- important 
chiefs 
food groomed hospital In corpora-
ted 
fruit ingredients 
future 
82 
83 
1 m R r 
lady mix product refuse 
lanolin mollllta.ina pure register 
liquid move relieves 
location removes 
loose 
s t w 
sausage tonic warm 
shake tubes weather 
shampoo typewriting with 
spices 
Squire's 
Streets 
sugar 
sure 
Sample Answers for 
Exercise 10 
Skills One and Three - Vocabulary Enrichment and 
Main Ideas 
Card 1 
Card 
Card 
1. 
2. 
3. 
4. 
2 
1. 
2. 
3. 
Build your future with a few hours of evening 
study each week. 
Four business subjects are shorthand, typewriting, 
accounting and business English. 
The school has moved to a new location at Newbury 
and Dartmouth Streets. 
To be sure of admission you should register now. 
Pork, water, salt, spices and sugar are the in-
gredients of a sausage. 
John P. Squires and Company owns the trade name 
of Squires Arlington. 
When reading about food instead of clothes, the 
word dressed means seasoned and prepared meat. 
4. When sausages are made from only one kind of meat. 
they are called pure pork. 
3 
1. 
2. 
3. 
4. 
5. 
Wildroot Cream Oil contains sheep oil called 
lanolin. 
In the name of the manufacturer, the abbreviations 
"Co., Inc." mean Company, Incorporated. 
Unless a man' a hair is well groomed, a young lady 
will refuse to dance with him. 
To mix the ingredients, shake well before using. 
The sort of shampoo that flows is called liquid 
cream ah&mpoo. 
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6. The hair product that relieves dryness and 
removes dandruff is called hair tonic. 
7. Glass containers are known as bottles and metal 
ones are known as tubes. 
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EXERCISE 11 
Skills Two and Three - Answers to Questions and 
Main Ideas 
Directions: 
Ads sponsored by The Advertising Council distribute 
information that helps the whole community at no cost to 
the citizen. The money for these ads is paid into a fund 
by public-spirited businessmen. 
Select from the oar cards around the room. all the 
ads you think belong in this group. Find their main ideas 
and draw a line around those listed in your exercise. Then 
answer the questions underneath without looking back at 
the car cards until you have finished the exer·cise. Then 
recheck your ideas and spelling. 
List of Public Service Ads by Main Ideas 
1. Contribute to the Red Feather Fund. 
2. Give your pint of blood to the Red Cross. 
3. The life you eave may be your own. 
4. Prevent forest fires. 
5. Contribute to the Heart Drive. 
6. Your protectors - u.s. Army. 
7. Down with forest fires. 
a. Inflation -hold it down by buying only what you need. 
9. Now freedom needs you. 
10. Hire a disabled veteran or handicapped person. 
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Questions for Exeroise 11 
1. Wby does public service advertising help to raise 
money for the benefit of everyone? 
2. How does the car card for social security help 
the people? 
3. In the title, "American Cancer Society", what do 
you think society means? 
4. How can a good citizen help our schools if he is 
a. pupil? 
6. How can a good citizen help our schools if he is 
an adult? 
6. In what way does the card "Short Cut to Death" 
warn us of danger? 
7. How does the Armed Servioe car card make you want 
to join a branch? 
a. Wby shoUld all Americans read the booklet called 
~iracle of America"? 
9. Tell one thing you help pay for when you g1 ve to 
the "Heart Campaign." 
10. Which is the oar card that tells a way to help 
your country and save for the future? 
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Sample Answers for Exercise 11 
1. More people know about the drive for money and their 
good will for the need is gained. 
2. People are reminded that the best place to get informa-
tton about their social security is at their nearby 
Social Security Office. 
3. In this title, society means a group of people who 
joined together to help in any way to find a cure 
for cancer. 
4. If he is a pupil a good citizen can help other children 
learn. 
6. If he is an adult, a good citizen can help by joining 
a club that buys . books ~or the school. 
6. The card warns us that people who rush across streets 
while automobiles are moving will be killed quickly. 
7. This card appeals to my feeling of pride and patriotism. 
a. All Americans should read this booklet to get better 
ideas on wby we live so well. 
9. You pay for medical research when you give to the 
Heart Campaign. 
10. The card that says "Buy u.s. Savings Bonds" tells how 
to help your country as well as save money for yonr 
future. 
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EXERCISE 12 
Skill Pour - Original Paragraphs 
Benjamin Franklin, outstanding American genius, will 
always be a force for the wise spending of money. He was 
the author of an early American paper he printed in 1732 
called "Poor Richard•s Almanac." Through it he gave famous 
advice on thrift. 
Read these quotations and choose one which you can use 
as a title to write about in a paragraph that will tell a 
true experience you have had, or what the advice means in 
saving today. 
1. Waste not, want not. 
2. A stitch in time, saves nine. 
3. A penny saved is a penny earned. 
4. Nothing is cheap at any price if you don't need it. 
6. Then plow deep while sluggards sleep 
And you shall have corn to sell and to keep. 
6. Always taking out of the meal-tub and never putting 
in soon comes to the bottom. 
7. Fond pride of dress is sure a very ourse; 
Ere fancy you consult, consult your puree. 
a. Experience keeps a dear school, but fools will 
' learn at no other. 
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9. For age and want save while you may 
Wo morning snn lasts a whole day. 
10. If you would learn the Talue of money, go and 
tey to borrow some. 
11. Beware of little expenses, a small leak will sink 
a great ship. 
12. Fools make feasts and wise men eat them. 
13. Don't gi"f'e too mueh 'for the whistle. 
14. Early to bed and early to rise 
Makes a man healthy, wealtby, and wise. 
15. He that rises late must trot all daY • and shall 
soarae overtake hie business at night. 
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Sample Answer for Exercise 12 
"land pride of dress is sure a very curse; 
Ere fancy you consul. t, consult your purse." 
MY friend George always liked fine clothes, but hie 
parents were dead and he lived with a poor aunt. One day 
in school he seemed very nervous, but wou1dn't tell me 
what was the trouble. Early Saturday morning my front 
doorbell rang. There was George screaming for help. The 
new suit he wore was c~ed, but never paid for and the 
clerk was going to tell the police. When my father heard 
the story, he gave George the money. He warned George 
never again to buy a thing unless he had money to pay 
for it, no matter how much he wanted 1 t. 
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EXERCISE 13 
Skills One and Four - Vocabulary Enrichment and 
Original Paragraphs 
PAY CASH OR CHARGE I!~ 
To "pay oash" means to give the full amount of the 
price either at the time of the purchase or as soon after 
as the seller agrees. You may pay the actual money, or 
you may use a check if you have money saved in a bank. 
In some cases, you pay cash when you exchange or trade 
something you own or a skill you can perform. 
To "charge it" means that you will :pa:,v small amounts 
over a long period of time. This is called "installment 
bu:,ving", "bu:,ving on time" or "conditional sale". For 
this a:,vstem, you pa:,v extra money called a "carrying •Obarge" 
or "interest". It is a dangerous way to buy unless you 
plan a strict budget for your salar:,v. You must beware of 
excess charges. People usually use the installment plan 
to buy expensive necessities such as houses, oars, tele-
visions, washing machines, etc. 
Directions: 
Think of an experience that :,vou had yourself or that 
you heard happened to someone else that will show the value 
of payment by cash or credit. If you have any advice as 
a result of :your knowledge, please write it also. We will 
copy the beet stories to place on the bulletin board. 
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Sample Answer for Exercise 13 
My father took a. loan from the bank to buy a new 
Wash oar. For this favor, he promised to pay the bank 
fifty dollars each month until it was paid off. A few 
months later, my mother was sick in the hospital. My 
father worried because he couldn't pay the hospital and 
the bank at the same time. He told me the bank would take 
the oar away if he didn't pay for it, so he borrowed some 
money from a loan compaJl7. Everyone in our family had to 
do without many things to help pay the loan. We were 
certainly happy when that loan was paid. 
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EXERCISE 14 
Skills !wo and :H'our - Answers to Questions and 
Original Paragraphs 
Directions: 
Answer these questions and diseuse the reasons for 
your answers. Then write an original paragraph about 
borrowing money using the answers as guides. 
1. Why did people use the term "loan shark"? 
2. When is it a good idea to borrow money? 
3. When is it a poor idea to borrow money? 
4. How does the lender get the money to loan? 
5. What reward does the lender get for the loan? 
6. What good does it do if the u.s. Government sets up a 
standard for interest charges? 
7. Are loan companies legal? 
e. What do you gain when you always pay your debts on time? 
9. Find the name of a loan company on the oar cards. 
10. Whioh bank adTertises loans in these oar cards? 
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Sample Answers to Exercise 14 
Part A. Oral answers to questions 
1. People used the term "loan shark" to mean a person 
who losne! money in a. ely or crafty way. 
2. It is a good idea. to borrow money to help you buy 
something expensive which you need very muoh, like 
a house. 
3. It is a. poor idea to borrow money when you have no 
job or when you can get along without the loan. 
4. The lender gets the money to loan from profits in 
business, or borrows money cheaply, or uses money 
he saved. 
5. The lender gets back some extra money called 
"interest charges" in addition to the money he 
loaned. 
6. The u.s. Government limits the interest so that 
the borrower is protected from unfair payments. 
7. Loan companies are legal if they have a license 
in Massachusetts and are honest. 
a. When you always pay your debts on time, you earn 
a "good credit" reputation. 
9. The Household Finance Corporation is the name of 
a good loan company. 
10 . The Charlestown Savings Bank advertises loans in 
the car cards. 
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Sample Answers to Exercise 14 
Part B. Original Paragraph 
'ro borrow money may be done by people who have a 
steady job, owe no large bills, and know how to keep a 
budget or plan for wise spending. They should expect to 
pay interest, around four to six per cent, to the lender 
as a fair cost. Both banks and loan companies may lend 
money, but must be fair to the borrowers because of pro-
tection by the u.s. Government. To fail to repay the 
amount due each month will hurt the borrower's reputation 
and will cause him tl'ouble . and expense in court. If loans 
are taken at all, they should be only for something like 
a car or a house when they are really necessary. 
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EXERCISE 15 
Skills Three and Four - Main Ideas and Original 
Paragraphs 
Directions: 
In this exercise, pretend you are a copywriter . Take 
a. t r ansi tad you like to your desk. Using it as a model , 
write an adver tisement about one of the pr oducts at the 
bottom of this page . Tell the main ideas for buying t he 
product, such as: 
1. If you buy it, you will feel proud. 
2. If you buy it, you will feel pleasure. 
3. If you buy it, you will feel rich. 
4 . Where you can buy it. 
5. What it is made of. 
6 . The brand name or slogan. 
7. Use synonyms for some words. (Optional ) 
Suggestions for Advertisement 
a tel evision 
a radio 
a candy bar 
a tonic 
a. bock 
a bicycle 
a car 
a watch 
peanut butter 
potato chips 
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Sample Answer for Exercise 15 
(Model Transitad - Four Roses) 
Orange Crush is a tonic of finest flavor. 
Its reputation is one of the best. 
No wonder Orange Crush outsells 
~ . 
most other brands in Masee.ohusetts ~ ~¥-o 
. :c~v o,(.c..~\> ~\)~~~~~ 
SOLD EVERYWHERE " , U 
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EXERCISE 16 
Skill Five -Writing Letter s 
Directions: 
Write a letter to the Advertising Council whose address 
is: The Advertising Council, Dept. T 
25 West 45th Street 
New York 19, N.Y. 
Wbdle riding in a street car, you read a car card that 
invited you to write ~or a ~ree copy o~ ~iracle o~ America." 
Tell o~ your interest in America's story - how you can make 
use o~ patriotic material in your history class - that you 
want to learn how your government works - that you enjoy 
writing ~or material offered in advertisements. 
You might also add a sentence or two about your knowledge 
o~ the Advertising Council and its public service, free of 
charge to the people. 
This is a business letter, so you need two inside ad-
dresses. Ask for help in spelling at any time. Look at the 
model of a business letter for punctuation, greeting, and 
closing. When you have finished the letter and corrected it 
with your teacher or leader, oopy it on letter stationery 
and mail it yourself. 
On the following page is a letter like yours written by 
a seventh-grade boy. You may read it first if you think it 
will help you, but do not copy it. 
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Sample Answer for Exercise 16 
The Advertising Council, Dept. T 
25 West 45th Street 
New York 19, N.Y. 
Dear Sire: 
25 Washington Ave. 
Boston 16, Mass. 
February 27, 1952 
While riding in the street car this week, I 
read your advertisement in the transitad. I am making 
a collection of patriotic pamphlets about our nation. 
This "Mir acle of America" appears to be an attractive 
one. May I have a copy sent to me? 
Thank you for your free offer. 
Very truly yours, 
Jobn Rampino 
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EXERCISE 17 
Skills One and Five • Voaabulary Enriahment and Letters 
Direations: 
You have been working after sahool for a year and a 
half. Your employer has been withholding money for soaial 
seauri ty. You are not sure whether this money will be 
aounted in your old age insuranae beaause you are still 
in sahool. 
As suggested in the aar aard advertisement, write a 
letter to the U.S. Soaial Security Board to find out this 
information. Use the following faats in the letter: 
1. your age - 14 years 
2. employer made deductions from your pay 
3. you worked li years part-time 
4. total earnings $.600 a year 
5. are you getting any benefit from these deductions? 
6. 161 Devonshire Street, Boston lOt Mass. 
7. offiae manager should get letter 
The address in fact 6 should be your loaal office. 
To find yours, look in the telephone book under: 
u.s. Government 
Federal Security Agency 
Social Security Adm. 
Field Offices 
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To enrich your vocabulary, use unusual words i n stead 
of usu~l words when you think that they will improve your 
l etter. These lists will help you. 
Unusual Words Usual Words 
"I was employed" "I worked" 
approximately about 
deductions cuts 
employer boss 
salary pay 
credited charged 
benefit gain 
local nearby 
total all 
inf'ormation facts 
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Sampl e Answer for Exeroi se 17 
Office Manager 
U-.S. Social Security Board 
1 61 Devonshire Street 
Boston 10, Mass. 
Gentlemen: 
37 Beaoon Street 
Boston 8, Mass. 
March 1, 19--
I am fourteen years old and my employer has 
been making Social Security deductions from my pay for 
lt years. My earnings have been approximately six 
hundred dollars a year. 
Will these deductions be credited to me for 
Sooial Seonrity even if I earned this money while work-
ing part time after aohool? 
Very truly yours, 
Joseph Guisti 
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EXERCISE 18 
Skills Two and Five - Written Answers to Questions and 
Written Letters 
Directions: 
When you were very young, your parents wrote letters 
of thanks for you to show appreciation for a gift or a 
favor you received. In this exercise you will practice 
how to write your own. 
Write a practice letter of thanks for the moat re cent 
gift you have received, giving the best answers to the 
questions below. 
Read the letter aloud to your teacher or to another 
pupil. If it sounds sincere, copy it in ink on letter 
paper, and mail it to the one for whom you wrote it. Use 
your best spelling and handwriting. 
The tra.nsitad for today's lesson will remind you of 
gifts or stores that sell gifts. 
Questions for Exercise 18 
1. When did you last receive a gift? At Christmas? On 
your birthday? When you were ill? 
2. What was the gift? 
3. Can you think of three different words to tell how 
attractive it was ? color? size? shape? beauty? 
4. Are the words pleasant enough to bring happiness to 
the person who gave it? 
104 
• 
5. If yon did not like the gift, do you know how to 
express your thanks for being remembered? 
6. How did you use the gift? 
7. Can you use any of these words - appreciate, apprecia- _ 
tion, grateful, gratitude, thought, thoughtful, kind, 
kindly, kindness, generous, generosity? 
8. Will your closing be "Yours truly," "Your loving 
daughter," "Cordially yours," or some other on e? 
9. Can you remember to write two addresses on the 
envelope? Which two? 
10. Did you use your best handwriting and spelling? 
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Sample Answer for Exercise 18 
Dear Aunt Catherine, 
2 Colonial Avenue 
Brighton 35, Mass. 
December 26, 1951 
On Cbri stmas morning my dreams came true for 
there near the tree was a shining, blue bicycle with 
my name on it ! I felt it all over and rode it down 
our long hall. The joy was so wonderful that I almost 
forgot to open my other gifts 1 
I don't know how well I can express my gratitude, 
but please accept sincere appreciation for your generous 
gift. 
Your loving nephew, 
William Carey 
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EXERCISE 19 
Skills Three and Five - Written Main Ideas and 
Written Letters 
Directions: 
The transitad "Say It with Flowers" will suggest a 
gift of flowers. It is an old, but pleasant, custom to 
give flowers to people who are sad or glad. In this ex-
ercise you will practice writing a letter to someone you 
know who is sad. Pretend you are sending flowers, also. 
In these main ideas and helpful words, there are some to 
help and some that do not belong. 
Write a letter of sympathy which you may copy and 
mail, if you know a person to whom you need to send it. 
Use the telephone book to find hospital address. 
Main Ideas 
someone had trouble 
(an accident, a fire, 
an operation) 
you offer to help 
(to visit, to do 
errands, to olean) 
you will telephone soon 
(to check, to offer help, 
to cheer) 
you don't care at all 
(to worry, to bother, 
to work) 
Sympath_y Words 
sorry 
hope 
sad 
sorrow 
hopeful 
sadness 
regret - regretfully 
cheer - cheerful 
congratulate- con-
, gratulations 
console -consolation 
fortune -misfortune 
hospital -visiting 
hours 
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Dear Sammy, 
Sample Answer for Exercise 19 
25 Park Street 
Dorchester 22, Mass. 
Maroh 21, 1952 
All your friends in Room Seven were ext r emely 
sorry to hear of your appendix operation. We will 
mise you at the basketball game on Wednesday because 
no one can jump as well as you. 
We sent some red carnations to cheer you and to 
fill your room with a spicy odor which we know is better 
than the odor of ether. 
Someone will write each day to tell you the olass 
news. Today was my day and the latest news i s that 
everyone wished you a speedy recovery. 
Your sincere classmate, 
Char les Gewlas 
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EXERCISE 20 
Skills Four and Five -Written Original Ideas and 
Written Letters 
Directions: 
Many Americans are serving their country in the 
United States Armed Foroes. One of the duties of good 
citizens at home is to write cheerful letters about home 
and friends to the person in Service. If you know someone, 
write a "rough draft" which means a practise letter. If 
you don't know someone, you cou1d pretend that you are the 
person in Servioe. Write a letter to your mother or to 
someone in your home town telling them of your experiences 
and your faith that you will return soon. 
Use as many vivid or colorful words as you can. Look 
at the advertisements to help with your vocabulary. Those 
who can use them may copy and mail their letters. Others 
may copy and exhibit their letters on the bulletin board. 
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Sample Answer for Exercise 20 
Dear Freddie , 
65 Lincoln Street 
Hyde Fark 36, Mass. 
February 18, 1952 
Winter has finally reached us in Boston. We 
had over three feet of snow since last night. It 
really surprised us because the weather has been 
r ather warm since Christmas. 
Your scout friend, aobn Degan, has just re-
ceived his driver's license. Re practised for 
three months on his father's oar. 
The radio and television are full of news on 
skiing in the Wbite Mountains. The snow train you 
enjoyed is going to run again on Saturday. 
Be sure to ask if you need anything we forget 
to send you. 
Your sincere cousin, 
Jerry 
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EXERCISE 21 
Skill One - Vocabulary Enrichment 
Directions: 
In order to be understood when you write, notioe the 
spelling and the pronunciation of the words you need. Some 
are almost the same but differ a little. 
Pronounce and study the following pairs of words. 
Write on a separate paper the number of syllables in each 
word. Then write the words. Keep the same order as that 
in the exercise. Now place an aeoent mark (') after the 
strongest s.yllable and draw a line between all other 
' syllables like this: re oog/ nize 
Use ¥Our dictionary, if you cannot guess the word. 
The first one to finish may read the pairs aloud. 
I 
' ' re cog ni tion re cog ni tion re cog ni tion 
' re cog ni tion 
1. recognize 7. adverti,se 13. expense 
2. patronize a. advertisement 14. experience 
3. distribute 9. company 15. copywrite 
4. contribute 10. companies 16. copyright 
5. customer 11. product 17. social. 
6. consumer 12. producer 18. society 
19. charter 
20. character 
At the end of your paper, write the meani ng 
difference between 17 and 18, and between 19 and 20. 
111 
Sample Answers for Exercise 21 
No. of Syllables 
' 1. 3 recog/nize 11. 2 product 
' 2. 3 p~tr an/i ze 12. 3 pro/ducer 
' ' 3. 3 dis/tribute 13. 2 ex/pense 
' ' 4. 3 con/tribute 14. 4 ex/:p en si v e 
' 
' 5. 3 custom/er 15. 3 copy/write 
' ' 6. 3 con/snmer 16. 3 copy /right 
' 7. 3 adver/tize 17. 2 social 
' ' a. 4 ad/ver /ti sement 18. 3 so/cie/ty 
' ' 9. 3 compa/ny 19. 2 char/ter 
' ' 10. 3 compa/nies 20. 3 char/ac/ter 
17. Social can tell about a friendly person and it can 
also be the name of a party. 
18. Society can mean a large group of people and it can 
be a small group like a club. 
19. Charter can be the way you hire a bus and it can also 
be a state permit to form a company. 
20. Character can be a person in a story and it can be 
what kind of a person you truly are. 
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EXERCISE 22 
Skill Two - Written Answers to Questions 
Directions: 
There are ten numbered oar cards facing the wall in 
front of the room. One of you may stand near each card. 
When you hear the word "Go," turn the card around and place 
it securel y against the board. Study all the car ds care-
fully for five minutes to be rea~ to write answers to 
questions. The ideas you will think about as you study 
are as follows : 
most attr active ad 
least attractive ad 
most difficult to read 
least difficult to read 
makes you want to buy 
tell s you best where to buy 
tel ls you best wher e to pay 
makes you laugh 
You may look back at the ads if you cannot recall the 
fact asked in the question. Use your best sentence form in 
the answer. Five minutes later you will hear the signal , 
"Write." Then return to your desk, and write the answer s 
to the questions on the next page. Take a place near a 
card. Ready to turn the cards? Go 1 
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1. 
2. 
3. 
4. 
5. 
6. 
7. 
a. 
9. 
10. 
EXERCISE 22 
Questions to Answer 
Give one reason for each answer. 
Indicate the ada by their number. Suggest Roman numerals. 
Which ad made you feel most like buying? 
Which ad made you feel least like bU7ing? 
Which ad has the best i l lustration? 
Which ad has the poorest illustration? 
W1rl. ch ad was the easiest to read? 
lfhi ch ad was the hardest to read? 
Which ad told you a new fact? 
Wbich ad reminded you of an old fact? 
Wh1 ch ad made you think of something happy? 
Which ad made you think of something sad"? 
114 
Sample Answers for Exercise 22 
1. Card X made me feel most like buying because I love 
to make models of ships and planes. 
2. Card I made me feel least like buying because it has 
no bright colors. 
3. Card IV has the best illustrations because it has 
three comic pictures as well as many words. 
4. Card I has the poorest illustration because it has 
only a can outline. 
5. Card VII is the easiest to read because it has clear, 
wide print and cheerful color. 
6. Card II is the hardest to read because it has so much 
black color and so few thin white words. 
7 . Card III told me a new fact because it said cigarette 
burns , tears and worn spots in your rug may be in-
visibly mended. 
a. Card V told me an old fact because it has the oldest 
advertising brothers. 
9. Car d VI made me think of something happy because my 
family is going to buy a oar like that one. 
10. Car d IX made me think of something sad because it has 
a picture o~ a girl with a bad cold, and I dislike 
colds. 
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EXERCISE 23 
Skills One and Two - Vocabulary Enrichment a.nd Answers 
to Questions 
"The Answer Man" 
- -
PART ONE 
Directions: 
On your paper, write answers to these questions. You 
will have to think carefUlly and sometimes use your diction-
ary. 
1 . Some people think that Jordan Karsh is a swamp. What i s 
it? 
2. On a television program, I heard Lewis tell Martin that 
the customer is always right. Is he? Why? 
3. Believe it or not, it pays to adver tise. Wby? 
4. Roy Rogers can make small boys eat cereal. Why? 
5. Teachers may disagree, but the car card ad says it is 
good for your teeth. ~t is it? Tell why you like it. 
6. Some think a sale is used on a boat. What's wrong 
about that? 
PART TWO 
Directions: 
Each word has many meanings. To understand what a 
writer wants to tell us, we must find the best meaning. To 
write clear answers to these questions, use the meaning o~ 
the oar cards. How well can you ~ind the meanings? 
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EXERCISE 23 
PART TWO 
1. Recorded means listed in a book, but in "Shield's 
Electric" transitad, what does recorded mean? 
2. A bill may be a bird's mouth, paper money, or a notice 
of money owed. What is a bill in the "Loan" ads? 
3. Complete sometimes means to end but what doee it mean 
in the "Star Radio" card? 
4. Appliance means the placing of something but what does 
it mean in "Appliance Engineering Corp." ? 
5. Anniversary can mean a date each year but what does it 
mean in the "Jordan Marsh" card? 
G. Brilliant means intelligent but in "Swiftly Plastic Wax", 
what does br illiant mean? 
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Sample Answers for Exercise 23 
PART OBE 
1. Jordan Marsh is Boston's largest department store. 
2. The customer is not always right. Customers are some-
times unfair, careless, and even dishonest. 
3. Advertising will make your product well .... known and more 
people will buy it. More business for you, and cheaper 
prices for them, will result. 
4. Roy Rogers is the hero of small boys so they want to do 
what he does. If he eats cereal, they'll eat the same 
brand. 
5. Chewing gum makes your teeth and gums stronger, but 
teachers don't want you to chew it in school. 
6. The spelling of the word is wrong. A sail is used 
on a boat. A sale is the a ct of sel l ing something for 
money. 
PART TWO 
1. In "Shield's Electric" card, recorded means scored. 
2. In the "Loan" ads, a ~means noti ce of money owed. 
3. In the "Star Radio" card, complete means ful l . 
4. In the "Appliance Engineering Corp."ca.rd, appliance 
means instrument. 
5. In the "Jordan Marsh" oar card, anniversar;y means the 
one hundredth year. 
6. In "Swiftly Plastic Wax", brilliant means glossy. 
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EXERCISE 24 
Skil l Three - Main Ideas 
Directions: 
Par t I Wr ite in each blank apace bel ow the words 
needed to make the following s tatements tell t he main idea 
of the six oar cards on the front wall. Two of the s t atement s 
do not belong in the s et . Omit them. Tell the reason why 
you omitted them in your answers. 
Statements 
1. Hickory is a new in • 
2. u.s. __ requests be by 10. 
3. your course go • 
4 . juice is for than harsh • 
5. cooking you more • 
6. Ri ch as fr om golden • 
7. f or better by a exclusi ve • 
a. A family and a to • 
Par t I I Column one i s lis t of main ideas that match t he 
products and services for sale in col umn two. 
Write t he number of the adver tiser or product 
before the main idea it belongs with in column one. 
Two will not belong. 
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EXERCISE 24 
Skill Three - Main Ideas 
Part II 
Number of 
Product or 
Advertiser 
Column one 
Main Ideas 
Great energy food 
Distinguished gifts 
of jewelry 
Fresh frozen, con-
centrated orange juice 
In the spr ing a 
yottng man's fa:ney 
turns to thoughts 
of Ford. 
Removes skin bacter-
ia that cause per-
spir ation odor. 
Call "CO 6-2411" to 
get your clothes 
washed f ree this week. 
Column Two 
Advertiser 
or :Produ ct 
1. B.Oohen & Sons 
2. Household 
Finance 
3. Appliance 
Engineering 
Corp. 
4. Dial Soap 
5. Libby's 
6. Vita-Orange 
7. Crescent 
Motor Sales, 
Inc. 
8. Platers 
Peanuts 
Part III This list contain s the most important thought 
of seven transitads in the wall exhibit. To 
make it harder, it also contains several un-
important thoughts that do not belong there. 
Read the list carefUlly to find the s even main 
thoughts. In a complete sentence, express the 
thoughts including t he product or producer for 
each. 
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EXERCISE 24 
Skill Three - Vain Ideas 
Part III 
1. Most beautiful thing on wheels. 
2. At home on Sun a.es. 
3. Ask your local office. 
4. Amazing liquid removes corns. 
5. The life you save may be your own. 
6. Spotlessly olean equipment. 
7. Say it with flowers. 
8. Buy with confidence. 
9. For your daily t r eat enjoy lasting flavor. 
10~ Old•fashioned eggnog fully prepared. 
11. Delicious homemade lemon pie. 
12. The center of attraction. 
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Sample Answers for Exercise 24 
Part I 
1. Hickory smoked is a new tast e in frankfurt s. 
2 . Omitted because the u.s. Poet Office is not food. 
3. Makes your main course dishes go further . 
4. Lemon juice is better for you than harsh laxatives. 
5. Omitted because electr ic cooking is not f ood. 
6. Rich as gold fr om golden California. 
7. Enriched for better nutrition by a new exclusive process. 
Part II 
Number of 
Product or 
Adver tiser 
8 
1 
5 
4 
3 
Column one 
Main Ideas 
Great energy food 
Distinguished gifts 
of jewelry 
Fresh frozen, con-
centrated orange juice 
In the spring a young 
man' a fancy turns to 
thoughts of Ford. 
Removes skin bacteria 
that cause perspira-
tion odor. 
Ca11 "CO 6-2411" to get 
your c1othes washed free 
this week. 
Column Tio 
Advertiser or 
Product 
1. B.Cohen & Sons 
2. Household 
Finance 
3. Appliance En-
gineering Corp. 
4. Dial Soap 
5. Libby's 
6. Vi ta-Ora.nge 
7. Crescent Motor 
Sales, Inc . 
8. Planters 
Peanuts 
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Sample Answer s for Exercise 24 
Part III 
1. The Pontiac car is the moat beautiful thing on wheels. 
2. Ask your local office about Social Security. 
3. Freezone is the amazing liquid that removes coma. 
4. The life you save may be your own produces safety. 
5. For your daily treat enjoy the lasting flavor of 
Wrigley' a Chewing Gum. 
6. Crosse and Blackwell sell old-fashioned eggnog that 
is fully prepar ed. 
7. Clark's candy bar is the center of attraction. 
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EXERCI SE 25 
Skill Four - Original Paragraphs 
Directions: 
Imagine you are a character in one of the oar oarde. 
In one paragraph , tell what you are advertising. Give an 
economic reason why people should try your product or your 
service. Tell how you believe you are winning your audience. 
Make your story entertain but also win customers. 
The title of your paragraph may be the name of 
the product or the producer~ 
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Sample Answer to Exercise 25 
Modeler's Haven 
would you like to spend an afternoon with me? You 
will need some leisure time, a few simple tools and a 
way to drive to my shop. You will be thrilled by the 
variety of clever things you can learn to make. If you 
look closely, you will notice the models, - planes, trains, 
oars, ships, and a bicycle. You may even notice my 
father and me working on a model fire engine. Give your-
self a treat. Drive to Modeler's Haven, on Hampshire 
Street, in Lawrence, Massaobnsetts. I'll be waiting 
for you ! 
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EXERCISE 26 
Skills One and Four - Vocabulary Enrichment and 
Original Paragraphs 
Directions: 
Study and discuss the growth of oar card advertising 
from its early start in New York City. If necessary, your 
teacher will show you how to find this information in ad-
vertising books and encyclopedias. These facts were dis-
cussed in Exercise 4. 
On scrap paper, jot down facts as you find them to-
gether. Pay special attention to rich, ool~rful words that 
will make your report entertaining to visitors. 
Number the facts in your notes according to the time 
they happened. Then write an original paragraph telling 
the growth of car card advertising. 
Research Facts Jotted Down on Scrap Paper 
1860 First oar card- horseoar N.Y. City- Third Ave. -
soap - B.T. Babbitt was primitive (crude) car card. 
1890 "Artemus Ward" - adv. man - ear cards in 10 cities -
trolley oars 
1905 B.G. Collier - Tennessee advertising man, controlled 
street ear ads in 11,000 oars in 350 cities (about) 
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EXERCISE 26 
Skills One and Four - Vocabulary Enrichment and 
Original Paragraphs 
Research Facts Jotted down on Scrap Paper 
1944 "Advertising Research Foundation" formed to study and 
improve transportation ads. 
1952 So large, business divided among smaller agencies 
Result - United States has the highest standard of living 
in the world (one reason was advertising). 
Future - May improve living standard of people all over 
the world. 
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Sample Answer for Exercise 26 
In 1860, before the Civil War, B. T. Babbitt placed 
the first primitive car cards in a Third Avenue horsecar 
in New York City. Thirty years later, the noted "-.Artemus 
Ward" had cards in trolley cars in ten growing cities. 
Some fifteen years later, B.G. Coll ier of Tennessee bad 
enormous advertising in street cars of over 300 cities. 
Today the business is so t~emendous that it is the custom 
to split it among many smaller agencies to make it easier 
to handle. The recently organized Advertising Research 
Foundation will continue to study ways to improve its 
quantity and quality as well. Who knows? Perhaps 
advertising will raise the standard of living all over 
the world as it did in the wonderfUl u.s.A. 
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EXERCISE 2"7 
Skills Three and Four - Main I deas and Original 
Paragraphs 
Directi one: 
Write t wo par agraph s to contr ast the spending ex-
per i ences of two persons. Plan to have t he first on e 
pl easant and the second unpleasant. You may pref er t he 
f i rst to be wise spending and t he second, foolish. Give 
your story a title. 
If it will help, review the suggestions for beginning 
a paragraph in exer cise 4. 
Remember al l your ideas are not of equal im~ortance . 
Select the moat important for a topic sentence. It may be 
written fir st, second, or last. The other i deas will help 
to explain it. Wri te one main idea for each paragraph . 
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Sample Answers for Exercise 27 
Paragraph I 
washington in April 
"How about a trip to Washington in the April vacation?" 
asked father, dropping a bombshell at the supper table. 
Everyone's eyes popped out with eager excitement. In a 
few moments, our buzzing voices drowned out a beauti~ul 
radio program. Someone dashed for pencils and papers and 
the next thing I knew, we were each writing a budget. For 
a number of weeks we opened our pocketbooks only to buy 
the most necessary things. Budgets are strict masters, 
but let me tell you something, - Washington in April was 
the greatest thrill of my life 1 
Paragraph II 
Trouble Makes a Friend of the Foolish Spender 
Needlessly and foolishly, John Doe spent all his 
earnings at the race track. He suddenly realized t hat 
he ~orgot to save out enough money for his wife and his 
children. Worrying and brooding, he drove his ear through 
a red stoplight and was given a ticket by a policeman. He 
became angry with himself and stepped on the gas. .An 
approaching oil t ruck couldn't avoid hitting him head on. 
The explosion injured him seriously and caused the oil to 
catch fire. Many people were hurt gett ing away f rom the 
accident. Did John Doe spend too much for his "friend~ 
trouble? 
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EXERCISE !8 
Skill Five - written Letters 
Directions: 
( 
tes-ti-mo-ni-al 
Testimonials are a class of ads in which a famous 
person is paid money to recommend a product or service. 
Movie and television stars, pet animals and authors of 
books often show approval in this manner. 
Look through these magazines, newspapers, and car 
cards to find same. List five of their titles on your 
paper. To pr ove the truth of the test imonial, select 
the one you like best and write a friendly letter to 
the famous person asking if this fact is true, and any 
other question you may want to have answered. Mention 
that y ou are studying about kinds of advertising. Write 
only the ideas that belong to here and use your best 
spelling and mail it to the person to whom you have 
written. 
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Sample Answer for Exercise 28 
I have found testimonial ads for these five products 
that famous people approved. 
1. Chesterfield Cigarettes by Dean Martin and Jerry 
Lewis (television stare) 
2. Dash Dog Food by Champion Blue Bluster (a ohsmpion 
terrier) 
3. Ballantine Ale by c. s. Forester (author of famous 
Horatio Hornblower stories and The Afrioan Queen) 
4. Wbitman'e Sampler Chocolates by Robert Taylor 
(movie star) 
6. Adam Rats by Leo Durooher (baseball manager) 
47 Allen Street 
Dear Mr. Forester, 
Newton Center 59, Mass. 
February 15, 1952 
Our seventh grade is studying about testimonial 
advertisements. To find the truth of this kind of ap-
proval, our teaoher asked us to write to the one we liked 
best. 
I saw your approval of Ballantine Ale in Life Magazine. 
I have read one of your sea stories about Horatio Hornblower 
and will always remember your fine writing. This is why I 
liked you best. 
You may be too busy to answer this letter, but it will 
help our class to find out if testimonials are true or false. 
Very sincerely yours, 
Albert Morse 
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EXEltCISE 29 
Skills Two and Five - Written Answers to Questions 
and Written Letters 
Directions: 
Imagine you are the furniture adjustment clerk in 
Jordan Marsh Company, Washington Street, Boston, Maasa-
chnsetta. The following letter has been mailed to you 
and you must investigate the facta. After you have read 
the letter, write a reply that will contain clear questions 
based on the notes given on page two of the exercise. Be 
careful - two of the given notes are wrong. Omit them. 
You may have twenty minutes to read and write. Check 
your form with a sample. Ask for help if you need it. 
Complaint Letter You Received 
Furniture Adjustment Department 
Jordan Marsh Company 
Waahingt on Street 
Boston 7, Massachusetts 
Dear Sir: 
16 Granite Road 
Framingbam 4, Mass. 
January 22, J.952 
During the month of . November, I bought a Lady Grey 
mattress in your store with the guarantee that it was a 
firm, durable product that would not sag with ordinary care. 
After two months of rea.sonable use, the mattress 
has flattened until I can no longer sleep on it comfortably. 
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Under the conditions of your guarantee, I feel 
entitled to a new mattress. Your attention in this matter 
wi ll be appreciated. 
Very truly yours , 
Helen L. Adame 
(Mrs. Paul F. Adame) 
Noteq to Use in Letter of Reply 
1. How many used it? 
2. Way mattress turned? 
3. Way spread put on bed? 
4. Sort of bedspring now used? 
5. Age of bedspring? 
6. Date when mattress cost paid in full? 
7. Brand of pillows used? 
a. Date and time for our expert to call? 
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Sample Answer for Exercise 29 
Mrs. Paul F. Adams 
16 Granite Road 
Framinghe.m 4, Mass. 
Dear Mrs. Adams: 
Jordan Marsh Company 
Boston 7, Mass. 
January 26, 1952 
Your letter of January 22 is a most 
unurmal complaint. 
Was great pressure used to turn the 
mattress? Did the weight of more than two persons 
cause the sag? 
What type of bedspring do you use and 
do you think it is new enough to support the mattress 
well? 
We will send our furniture expert to 
test the mattress when you want him to call. We 
suggest that you arrange for the teet when you send 
us above information. 
Yours very truly, 
JORDAN MARSH COMPANY 
Thomas L. Cohen 
Furniture Adjustment Dept. 
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EXERCISE 30 
Skills Three and Five - Written Main Ideas and Written 
Letters 
Directione: 
Imagine you are a 
(hardware ) (radio ) (furniture ) 
(shoe ) (candy ) 
store owner who needs 
more customers to increase profits so that you can remodel 
your store. You decide to advertise on car cards. The 
nearest car card company is "NATIONAL TRANSIT ADS, INC. , 
PARK SQUARE BUILDING, BOSTON 16, MASS.~ 
You need to find out some of the facts in the following 
main ideas: 
1. Who would write and draw the ad? 
2. How many words in the message? 
3. Will many people read the ad? 
4. How long and in what place wili1 they show the ad? 
5. When could you see some samples? 
6. Will they promise to get you more austomers? 
'1. When is payment due and how much will it be? 
a. Does it oost extra for vivid colors? 
9. Are any discounts allowed? 
10. How soon will you be able to get car card space? 
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EXERCISE 30 
Arrange your thoughts in proper order so that the 
Transitad Company will have a clear understanding of your 
request. Using the letter models in your notebook or in 
the exhibit, write a brief letter to the Transitad Company 
at the above address. You will have twenty minutes to 
think and write. 
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Sample Answer for Exercise 30 
National Transitads, Inc. 
Park Square Building 
Boston 16, Mass. 
Gentlemen: 
244 River Street 
Brookline 56, Mass. 
March 12, 1952 
I am the owner of Hansen • s l!'urni ture Store 
located in Brookline Village on the Worcester Turnpike. 
It is necessary that I increase my sales and 
because oar car d advertising appeals to me, I want to 
find out certain facts before placing my order . 
In the first place, what are your rates and 
terms of payment? In the second place, may I look over 
some sample cards and do I have any part in the wor ding? 
Finally, how long woUld the adver tisement have to run 
in or der to i ncrease my business? 
Yours very trul y, 
Robert c. Hansen 
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NATIOl'f!L TRAWSITADS 
Jlrs. Sibyl W. Cohen 
Remedial Reading Teacher 
W.B. Rogers Junior High School 
B)' de Park 36, Massachusetts 
Dear J4rs. Cohen: 
Boatcm 16, Mass. 
Pa-x-k Square Building 
Phone LI 2-3180 
JanuarJ' 10 
1 9 6 1 
I am soJ;"ry that I haven't gotten around to answering your 
letter before now. 
We· will be glad to help :you in any WBY' possible with your 
thesis which you plan to build around !ransitads. We will 
be glad also to give you any cards which J'OU may need, 
and theee may be procured from our Service Department 
Kanager, Mr. William Seitz, at 108 Massachusetts Avenue, 
Boston • 
. Advertisements in the oars are made up by the copy and 
art departments of Advertising Agenciea, both in Boston, 
lfew York, Chicago and elsewhere. 
In the case of many leoal advertisements our own Art 
Director, Jlfr. Horner, does the copy and layout work. Of 
course, suggestions for copy and slogans may come from 
the advertiser and agency or ourselves. 
The printer naturally follows instructions and layout, 
and very rarely does he suggest copy. 
After you see Mr. Seitz, if there are any further ques-
tions concerning our business in which you would be in-
tereated, please phone me for an appointment and I will 
be glad to anawer them. 
Sincerely yours, 
NATIONAL TRAISITADS INC 
s.s. Senter 
Assistant Manager 
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State o'f Arkansas 
DEPARTMENT OF EDUCATIOlf 
Eduoation Building Little Rook 
January 26, 1951 
Mrs. Sibyl M. Cohen 
William B. Rogers Junior High Sohool 
15 Everett Street 
B)'de Park 36, Jlasaaohusetta 
Dear Mrs. Cohen: 
We are sending you under separate cover a oopy o'f our 
!t'entative Course o'f srs 'for Arkansa.s Sohoola. !his 
pub11oation 1a now-ou o print, but we were able to 
'find a oopy 'for you and hope that it will be o'f help 
to you. 
Sinoerely, 
Myron Cttnningham, State Supervisor 
Elementar,y Eduoation 
!IC:mb 
Enclosure - under sep. cover 
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Miss Sib71 Cohen 
41 Linden Street 
STEPHENS COLLEGE 
Columbia, Missouri 
December 4, 1950 
Allston, (34) Maeaaehueetta 
Dear Miss Cohen: 
I am afraid I cannot help yau with your p~oblem in teach-
ing reading to retarded etu4.ents of grade :four abili 't7. 
We have no material that I am familiar with which would 
be helpful. Some private organizations may have material 
pretty close to that reading level. 
I am thinking particularly of the leaflets put out by the 
Cooperative League of the United States o:f America. You 
would get at least one phase of consumer education :from 
their material. 
You might investigate the possibilities of using a 
pamphlet put out by the Consuer Education Study, :National 
Association of Secondary School Principals, 1201 Sixteenth 
Street, Nortbwest, Washington; D.c., entitled "Investing 
in Yourself." Even that pamphlet may be a little too 
advanced for your readers. The material and ideas in it, 
however, could be very valuable for these youngsters. 
I am terribly sorr7 I have been of such little help. 
AWT:ch 
Sincerely yours, 
Arch W. Troelstrup, ChairDJ&.n 
Consumer Education Department 
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DEPARTMENT 01!' COMMERCE 
United States Patent Office 
Washington 
llarc.h 1'7. 1952 
Jlrs. Sibyl Murp~ Cohen 
Reading Teacher 
Wm. Barton Rogers Jr. Righ 
15 Everett Street 
!17de Park 36, Massachusetts 
Dear Jrada.m: 
MLT/fm 
Responsive to your postal card of 
Karch !, 1952, we are enclosing a copy of the 
pamphlet "General Information Concerning Trade-
Marks". 
Information regarding copyrights, 
prints and labels may be obtained from the 
Register of Copyrights, Library of Congress, 
Washington 25, D.c., einee same are under the 
sole jurisdiction of that Agency. 
Enclosed is a list of Patent Office 
publications. 
Enolosuree-
Very truly yours, 
T.'B. Morrow 
Executive Officer 
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Why We Keep on Advertising 
Iroquois has been the leader 
for years - and still is 
By Ken Strachan, V.P and Treasurer 
Baldwin, Bowers and Strachan, Inc., Buffalo, N. Y 
IF TIME WOULD stand still, if people 
got no older, if competition remained 
in the status quo, if habits did 
not change, if memory did not falter 
then perhaps Iroquois might say 
"Everyone knows us, more people 
drink our beer than any other brand, 
so why advertise?" 
But time does march on. People, 
our customers do grow older, dis-
appear from the market. Competi-
tion is savagely agressive and trying 
to lure away our customers. New 
people, young -people who grow up, 
come into the market as prospects. 
New habits are formed and people 
do f~get. 
Why W e Keep On 
There you have some reasons why 
Iroquois never lets up, cannot let up, 
in their advertising efforts. Should 
they eliminate or even decrease their 
advertising, sales would perhaps con-
tinue for a time. But just as surely 
as the sun sinks in the west, so would 
sales gradually but surely commence 
to go down, down to an eventual 
complete disappearance. 
Today no one can gainsay the fact 
that Iroquois is the best known beer 
in our area. Numerous studies in-
dicate it is the No. 1 seller in the area 
served. A strict and rigid mainte-
nance of quality is a primary re-
quirement and is responsible for 
keeping a customer satisfied. 
Consistent advertising is equally 
important. Man's memory is notori-
ously short, so consistent advertising 
is necessary to keep him constantly 
reminded about this fine product. 
Advertising, too, helps to induce 
the consumer of a competitive pro-
duct to try this brand. Once he has 
tried it, we believe he will continue 
to favor it. 
Not Easy To Advertise 
Advertising a beer is not the easi-
est job to do. There are many restric-
tions and bans, both legal and moral, 
surrounding the advertising of beer 
that are not in effect for other 
products. 
The name Iroquois is of course the 
name of an Indian tribe. It is natu-
ral, then, that the advertising should 
play up the noble red man as a sort 
of trade mark for the product. 
Mr. N J Schwab, Advertising 
Manager, is a talented artist as well 
as a skilled and practical advertising 
executive. Over the years he has 
made a thorough study of the dress, 
the appearance, the facial charac-
teristics of the American Indian. 
A stickler for detai l in his art, Mr. 
Schwab did a considerable. amount 
of research to guide him in the paint-
ing of a series of Indian heads. Four 
portraits are finished and Mr. 
Schwab is now completing two more. 
The next step, after finishing the 
portraits was to put them to work 
for Iroquois. 
Since 1940, Iroquois Beverage 
Corporation has used Transitads in 
over 1,000 street cars and buses in 
Buffalo, Niagara Falls, Lockport and 
other communities. To make sure 
that every transit rider would see 
the Iroquois cards, it was decided to 
use the dominating 11." x 42" size. 
They are practically inescapable be-
cause of their size. 
Attracting Favorable Attention 
When adorned with the beautiful 
Indian heads they attract an unusual 
amount of attention and that is 
what Iroquois wants. Printed in 
rich glowing color, their Transitads 
are outstanding works of art. 
To tie-in with the dominating 
Transitads, full color reproduction 
in the Sunday newspapers, movie 
films for television commercials, 
black and white in dai ly newspapers, 
window display and counter cards 
all use the magnificent Indian heads. 
So popular are these illustrations, 
the brewery had to print them on 
special paper suitable for framing. 
Hundreds of people wrote in asking 
for copies. 
Results? 
Sales are increasing for Iroquois. 
Already the top selling brand, Iro-
quois not only has its position to 
maintain, but it also wants more 
business. So Iroquois advertising 
has to do two major things ( 1) Main-
tain Iroquois top sales, hold what 
they have and (2) increase the de-
mand for the product. Both objec-
tives are 
We Combine Institutional 
With Selling Copy 
Double Job for Both Milk 
and Ice Cream Divisions 
By Alan R. Tripp, V.P and co-owner 
Adrian Bauer Advertising Agency, Philadelphia 
AT THE LAST dairy convention we 
were surprised at the large percent-
age of car cards, from dairies across 
the country who were merely trying 
to show the name of the dairy in 
some form or another. 
"Institutional" advertising is only 
part of the value of Transitads and in 
the cards we have produced for our 
client, Philadelphia Dairy Products 
Co., producers of Aristocrat Milk 
and Aristocrat Ice Cream, we have 
always looked for direct sales results. 
Our Four Problems 
In plannilfg the Aristocrat series 
we had a number of things to keep 
in mind. T,he cards should dominate, 
they should sell, they should inspire 
confidence il'l the brand name, and 
the program must fit the budget. 
We start out with size. Instead 
of the standard llx28" Transitad, 
used by so many dairies, we recom-
mended the llx42" size. Being dif-
ferent, pleasingly different, is al-
ways an advantage for securing 
attention, yet there are but few 
advertisers who use this llx42" size 
in Philadelphia. 
Confidence is an important factor 
in the dairy business, and the large 
size card leaves an impression, with 
the public, of large stature. 
The question of budget, for the 
larger sized space, with ·higher pro-
duction costs, was met in this way: 
The Aristocrat Milk Division had 
owned the space prior to the decision 
to use the larger sized card. Work-
ing with the Aristocrat Ice Cream 
Division, they agreed to use the 
llx42" card on alternate months. 
It was also agreed, between the 
Division, that the name, "Aristo-
crat" together with the mutual trade 
mark, would be a major feature at 
all times. Thus both divisions would 
get the benefit of continuity 
By making this change the bud-
get for each Division was actually 
lowered, yet without sacrificing con-
tinuity 
Unexpected Dividends 
The large size space brought some 
unexpected dividends. A number of 
problems which might otherwise 
have been difficult to handle were 
solved by virtue of having plenty of 
space in which to work. 
For example last Christmas 
the Ice Cream Division wanted to 
promote its Darlene Holiday Mold, 
a combination of several Holiday 
flavors of ice cream. At the same 
time the Milk Division wanted to 
promote its Holiday Eggnog Mix. 
It was relatively simple to do both 
jobs on the one card, because space 
was available. Both products were 
excellently promoted, both products 
shared in the brand name promotion, 
and the whole was tied together with 
an implied Christmas message. 
Promoting Items 
In the dairy field in particular, 
there seems to be a tendency toward 
the institutional type of advertising. 
Our experience, at least, indicates 
that it is possible to not only pro-
mote specific items, and by keeping 
ABOUT THE AUTHOR: Mr Tripp has 
been in the advertising business for 
16 of his 31 years. Working with his 
father during high school and while 
at Northwestern University, led to an 
out-of-college job with the Chicago 
Daily News Merchandising Department, 
followed by a position as advertising 
manager of Pilot Radio Carp. Several 
years later he joined a New York ad-
vertising agency, the Samuel Krivit 
Company, thence returning to the radio 
and recording field with RCA Victor's 
Advertising Departnoent. After a hiatus 
as Education Officer in the Army with 
the Signal Corps, he became affiliated 
with Adrian Bauer, and is at present a 
partner in the Adrian Bauer Advertising 
Agency, Inc. 
the name prominent on the card, to 
do an institutional job as well 
To do this job of promoting speci-
fic items, we found it necessary in 
a number of cases, to use consider-
able copy on a card. For this purpose 
we often reserve a panel on the right 
hand side where we can include a 
complete sales message. The balance 
of the card can then be used to pro-
mote appetite appeal, show various 
uses, packages, etc. 
Results 
Do people read Aristocrat cards? 
Frankly we have never done any 
scientific research to prove how 
many people read, or saw or remem-
bered. All we know is that we have 
an unbroken record of sales successes 
for those items we have featured on 
which satisfied us and 
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••• It's Up to You 
It's Easy To Give Up But It's More Profitable To Fight 
by Gordon F. Buck, Executive Asst to Chairman of Boord 
Foote, Cone & Belding, Chicago 
IN THE EARLY threadbare thirties, 
I operated a teller's window in a 
suburban bank. The local retailers 
were all displaying depression symp-
toms low turnover and high b1ood 
pressure. 
One of the merchants who chose 
not to suffer in silence gave me a 
dail:y'account of what the depression 
was doing to him. He was a haber-
dasher, and he was certain that the 
town was going to the nudists. 
"I haven't sold a suit of clothes in 
two weeks," he told me one after-
noon. "I've had to cut advertising 
entirely I let the window dresser out 
last week. I'm going to have to turn 
half my accounts over to a collection 
agency. If this keeps up, I'm done." 
It kept up, and the haberdasher 
turned out to be a good prophet 
he went broke. Things didn't look 
too bright for the youngster who 
bought him out either The older 
merchants around town gave him a 
year at most. 
Fights For Business 
They cut their prediction to six 
months when the new haberdasher 
spent $1,500.00 on telegrams adver-
tising his fall line of hats. The morn-
ing of September twenty-second 
each one of us received one of the 
telegrams commencing, "Your straw 
hat died last night!" The druggist 
told 'me later that the scheme had not 
paid out. So the next time the new 
merchant showed up with a deposit, 
I asked him about it. 
3 
"I sold four hundred hats," he 
said, "which didn't pay for the pro-
motion, but I had some nifty sock-
tie-handkerchief deals on special dis-
play at the same time. The price was 
right, and the sales on the combina-
tion more than made up for the loss 
on the hats. Also the hats are still 
moving." 
All during the depression years 
my haberdasher friend was busy as 
a beaver. He made good deals; he 
out-promoted, out-merchandised, 
out-advertised every other retailer in 
town. By 1935 he had taken over the 
store next door. By 1937 he was in a 
building of his own. 
I thought about the haberdasher 
when I heard about a budget meet-
ing of a large manufacturer of con-
sumer goods during the fall of 1938. 
We were having the "Roosevelt re-
cession." 
Budgeting For Sales 
It had been a management policy 
to set the advertising-sales promo-
tion budget at a figure computed as 
a percentage of the previous year's 
sales. The management board was 
considering a change in this policy 
They had determined their optimum 
production for the coming year and 
decided to key their sales and adver-
tising budget to that figure rather 
than the previous year's sales. 
The industry average advertising 
ratio was around 30'!r. By the end 
of the next fiscal year this particu-
lar company had spent for advertis-
ing an amount that would have been 
59r1c of the previous year's sales, but 
turned out to be only 32'/c of curre ·· 
year's sales. Of course, in addition to 
advertising, they had merchandised, 
promoted, and put on a commen-
surate sales push. Result They had 
completely grabbed the market from 
their competitors all of whom had 
been automatically retrenching by 
cutting their advertising-sales pro-
motion budgets based on the 1938 
slump. 
Our economy has had its erratic 
moments. We seem to proceed by a 
system of peaks and valleys a sort 
of three steps forward, two steps 
backward motion. 
Winners And Sinkers 
Students of our economy have 
found that a comparison of the 
names of major consumer products 
and their manufacturers from peak 
to peak permits some interesting 
observations. At each peak there ap-
pear some enterprising newcomers 
who were little known in the previ-
ous period of prosperity But more 
to the point, there are always some 
casualties among the illustrious 
names of the past. Apparently our 
economic valleys serve the function 
of either shaking up or shaking out 
those establishments which have lost 
the spirit of enterprise, who seek to 
ride on the momentum of past pio-
neering. 
The system of tying advertising-
sales promotion budgets to ship-
ments undoubtedly works to accen-
tuate the rate of consumption during 
periods of business expansion. Con-
versely it can only have the effect of 
deepening the dip during periods of 
shrinking demand. At such times, 
this policy reminds me -somewhat 
morbidly of people running to the 
listing side of a sinking ship. (Not 
that anyone would!) 
Perhaps a more accurate analogy 
is contained in the conventional in-
ventory accounting methods. During 
a price rise the inventory "profits" 
look like a great thing to the band-
wagon boys, but on the down turn 
they lose their shirts. It may be that 
American business needs to adapt a 
LIFO method to its sales and adver-
tising policy as well as to its inven-
tory accounting. 
Business Cycle Extremes 
As the average level of prosperity 
rises, the extremes of the busines 
cycle appear to increase in severity 
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moments. We seem to proceed by a 
system of peaks and valleys a sort 
of three steps forward, two steps 
backward motion. 
Winners And Sinkers 
Students of our economy have 
found that a comparison of the 
names of major consumer products 
and their manufacturers from peak 
to peak permits some interesting 
observations. At each peak there ap-
pear some enterprising newcomers 
who were little known in the previ-
ous period of prosperity But more 
to the point, there are always some 
casualties among the illustrious 
names of the past. Apparently our 
economic valleys serve the function 
of either shaking up or shaking out 
those establishments which have lost 
the spirit of enterprise, who seek to 
ride on the momentum of past pio-
neering. 
The system of tying advertising-
sales promotion budgets to ship-
ments undoubtedly works to accen-
tuate the rate of consumption during 
periods of business expansion. Con-
versely it can only have the effect of 
deepening the dip during periods of 
shrinking demand. At such times, 
this policy reminds me somewhat 
morbidly of people running to the 
listing side of a sinking ship. (Not 
that anyone would!) 
Perhaps a more accurate analogy 
is contained in the conventional in-
ventory accounting methods. During 
a price rise the inventory "profits" 
look like a great thing to the band-
wagon boys, but on the down turn 
they lose their shirts. It may be that 
American business needs to adapt a 
LIFO method to its sales and adver-
tising policy as well as to its inven-
tory accounting. 
Business Cycle Extremes 
As the average level of prosperity 
rises, the extremes of the busines 
cycle appear to increase in severity 
The violence of our ups and downs, 
however, is not an inescapable ac-
~wmpaniment to progressively high-
er standards of living. It is the psy-
chological reaction of both consum-
ers and producers to the cycle of 
progress which intensifies the 
swings. And this reaction can be 
changed. 
There have been three unique as-
pects to our economic progress which 
might be descri,bed roughly as the 
expansion of our wants, an ever-ris-
ing ratio of production units to labor 
hours, and the increase in real fam-
ily income and leisure time. The vital 
.element in all three asp~cts has been 
~reativity ingenuity inventive-
ness enterprise, call it what we 
will. We have observed that these 
three aspects are interrelated and 
that each in turn has had something 
to do with prosperity Our trouble 
lies in our misunderstanding of their 
proper sequence within the relation-
ship. 
Increase" The Money Supply? 
Labor has sometimes held that in-
creasing the money supply would in-
crease purchasing power, forgetting 
that money · merely represents the 
production and supply of wantable 
goods, and that a real increase in 
wages can only be accomplished 
after a correlative increase in pro-
duction. 
On the other hand, management 
has sometimes overlooked the fact 
that labor is also the consumer, and 
that increased productivity can only 
be absorbed when labor has the 
means to step up its consumption. 
Must Stimulate Wants 
The interaction between produc-
tion and consumption gets caught on 
dead center without stimulation of 
wants. Here is the advertiser's great 
function and responsibility one 
which I hold he shirks when he pro-
portions his research and advertis-
ing appropriation in direct relation 
to sales. It is my personal opinion 
that stabilization of the fluctuations 
in our economic progress can only 
come when business makes the sales-
advertising ratio an inverse one. The 
time to pull on the oars is when mo-
mentum is slowing down. The only 
time we can rest on the oars safely 
(if ever) is at the point of fastest 
forward motion. 
The American worker can earn 
the bare necessities of life with 
about 15 productive hours a week. 
The rest of his hours are for things 
that his grandparents didn't have 
because they didn't know they want-
ed them. When consumers don't buy 
it is probably for one or a combina-
tion of three reasons 
1. They don't have the means to 
buy 
2. They don't want what is pro-
duced. 
3. They don't know what they 
want. 
1 - Increased Production 
The solution of obstacle number 
one lies in the increased productiv-
ity of the right wantable products 
and in a proper income return rep-
resenting the increased productivity 
to both the tool owners and the tool 
operators. We are well on our way 
to licking this problem. The creative 
spirit of American invention is still 
functioning to increase our produc-
tivity 
2 -Need For Research 
Obstacle number two may repre-
sent a product-research need, a sales-
advertising-promotion need, or sim-
ply a pricing problem. Research can 
determine whether or not the prod-
uct is right. Research can determine 
whether turnover is sluggish due to 
price resistance or unstimulated 
wants. If it's price, we can work back 
to an increase in productivity on the 
one hand and forward with con-
sumer advertising and selling on the 
other. If it's merely unstimulated 
ABOUT THE AUTHOR: Mr. Buck started 
his advertising career in Texas selling 
outdoor and writing and producing ra-
dio serials. Switching to research and 
analysis he was with International Busi-
ness Machines Corp. He helped develop 
the consumer panel ideo at Industrial 
Surveys and during the war was special 
consultant to the controller, later con-
ducting his own marketing and research 
organization. Mr. Buck was recently ad-
vanced to Executive Assistant to the 
Chairman of the Boord of Foote, Cone & 
Belding, Chicago. 
wants the advertising and sales 
managers have the answer. 
3- Create New Wants 
The naming of the third obstacle 
was not included for laughs. The 
real secret of our progress lies in 
our continuous discovery of new 
wants coupled with increasing abil-
ity to satisfy them. People never 
know all the things they could want. 
In all probability there is no limit to 
our potential wants. With creative 
research, American industry has de-
veloped products which the con-
sumer was not conscious of lacking 
until creative selling and advertis-
ing called them to his attention and 
stimulated his desire. On the pro-
duction side, creative invention has 
raised the ratio of production units 
to labor hours thereby increasing 
the ability of both labqr and tool 
owner to consume. 
Someone has observed that many 
families, who have recently moved 
into higher income brackets, are 
still consuming according to their 
prior mode of living. This ought to 
suggest something to some adver-
tisers. 
We have a sensitive, high-pressure 
economy It is based to a large ex-
tent on consumer goods in the "post-
ponable" purchase category As we 
progress to higher and higher stand-
ards of living, more and more of our 
economy will be based on the produc-
tion, sale, and use of postponable 
goods and services luxury items, 
which make for a fuller living. Here-
in lies both our strength and our 
weakness. As long as most of us 
follow a policy of waiting out the 
downturns with reduced appropria-
tions for research, selling and adver-
tising, we are throwing our weight 
on the side of recession or depression 
and the downturn is accentuated 
that much more. 
Consumer Can Buy Now 
In these times we certainly don't 
need to worry about the consumer's 
ability to buy The American con-
sumer has never been so well off or 
so liquid. Savings right now are ac-
cumulating at a yearly rate of $21 
billion which is double the rate of 
last year and five times the 1940 
rate. Let's throw our weight on the 
side of an upturn. Let's tap our in-
finite creative resources for new 
ideas, new products, new' ways of 
using and marketing old products. 
Then let's tell 'em and let's sell 'em. 
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Atlanta Housewives Polled 
on Transit Riding 
Buying Habits 
Housewives were also asked "Do 
you buy whole dressed chicken 
(not canned or frozen) by brand 
name?" 15 % of the housewives an-
swered "yes" and Transitad Readership 
When asked to name the brand 
they buy 49'/o mentioned "Jewell" 
Jewell brand has been consistently 
advertised in Atlanta buses since 
November, 1948. 
READERSHIP OF Transitads by At-
lanta housewives reveals an average 
readership of 40 '/r for five cards 
tested in July The high was 56'/r 
for a jewelers card and the low was 
27'/r for a dog food. 
At the same time, transit riding 
habits of Atlanta housewives were 
found to be very similar to studies 
made in two past years. In 1946, 
87'/r of the housewives were riders, 
in 1947 it was 83'/r and in this July 
1948 survey it was 86 7c . 
How Survey Was Done 
A representative panel of 354 At-
lanta housewives were chosen by 
geographical representation and 
random sampling within the greater 
Atlanfa area. 
A kit of ten· Transitads was shown 
to transit-riding housewives. These 
ten cards included five that had been 
on display in Atlanta transit vehicles 
at the time of the interviews, or had 
been for varying periods of time. 
The other five were cards that had 
never been on display in Atlanta 
buses. 
The respondents were asked "Do 
you recall seeing these cards recent-
ly in the buses?" The answers were 
checked for each card as "yes" "no" 
or "uncertain" The order of the 
cards in the kit was rotated for suc-
cessive showings. 
Readership Results 
The average recognition for the 
five cards in the buses was 40'/r The 
average "guessing" for the cards 
not in the buses was 8 '/r 
The Trans,itads tested included 
locally produced silk screen cards 
and lithographed four color process 
cards. One was a card produced by 
a manufacturer for local dealers use 
with dealers imprint. 
Swift Premium Chicken was men-
tioned by 42 %. This brand started 
Transitad-vertising in June, 1949. 
The Swift card scored 37 % reader-
ship. 
Details of readership, time of dis-
play are shown with illustrations of 
each card. 
The survey again points out that 
most hous'ewives (86'/r ) ride transit 
and that readership of Transitads 
in Atlanta scores high. Averages in 
eight Transitad markets show that 
86'/r of housewives average 27 rides 
a month. That is not only exceptional 
local coverage, but also trip-ham-
mer impact that is bound to be re-
flected in sales if the copy "asks for 
the order." 
/lft!1 .. $ • 
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41 °/0 readership. This card had appeared in one 
fourth of the Atlanta buses for two months prior to the 
survey. This advertiser has used Tronsitod-vertising 
37% readership. Using a half service of Atlanta 
buses, this silk screen process card was on display from 
March 2nd to June 15th. This Bank features different 
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for many years. 
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27% readership. Standard Milling Ca. started Tran· 
sitad-vertising in Atlanta September 1, 1948, using a 
quarter service. This design, produced by the silk 
screen process, had been on display about six weeks 
at the time of the survey. 
56°/0 This advertiser as been using a 
full run in Atlanta since June 1, 1944. This four-color 
process card was furnished by the Elgin Watch Co., 
with the dealers imprin't and had been an display far 
2 months. 
37% readership. Campaign started June 1st, 1949 
with this card which appeared in every ather Atlanta 
bus. Mare than 7,000 hau$ewives said they bought 
Swift's Premium Chicken. Here is evidence of high 
and sales action. 
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This Month's Cover 
lN THE STILL of the night, when all is 
quiet our hero softly tip toes into the 
kitchen to make a raid on the refrig-
erator. It is stuffed with so many good 
things to eat, our nocturnal prowler 
seems to be undecided as to just what 
to select for his midnight snack. 
The illustration appeared on one of 
the continuing series of Tmnsitads 
used by The Bell Telephone Company 
of Pennsylvania. These Transitads have 
attracted unusual attention because of 
the cartoon technique which has char-
acterized the series. 
We are grateful to the advertiser 
and its agency, Gray and Rogers, for 
their courtesy allowing us to use the 
illustration for this month's cover. 
Fun On The Bus 
These are happenings, reported by riders, 
and appearing in "Two Bells" published 
by Georgia Power Co., Atlanta. Why don't 
you send in that funny happening on the 
bus that you saw? Contributions are 
solicited. 
Don't Shoot! 
Small boy boards trolley at the end of 
the line with his mother and much to 
her horror tries to hold the operator 
up with his realistic water pistol. 
Always Take a Bus 
Man wearing golf togs and carr>'ing 
golf bag leaves his caT with a flat tire 
parked at the curb and hurries to catch 
an East Lake-bound trolley. 
Bus Driving Hazards 
Girl absent-mindedly spilling the con-
tents of her very full purse on the back 
of a couTteous trolley operator who has 
leaned over to pick up the token that 
she dropped. 
Human Percolator 
Small four-year-old suddenly begins to 
hiccough on the Buckhead trackless 
trolley. He looks up at his mother with 
a W01Tied expression and says, "Moth-
er, I'm percolating and I can't stop." 
Helpful Boy Friend 
Young lady winding bright red yarn 
for knitting into a neat ball on the 
Noble trackless trolley. The yarn loop 
is patiently being held on the extended 
arms of her slightly embarrassed boy 
friend. 
Waste No Time 
Young lady on Sylvan Hills trackless 
trolley taking a pair of scissors from 
her purse and snipping off the buttons 
on the suit that she is wearing. Re-
moving another package of buttons 
from her pocket, she proceeds to sew 
on the new br,ttons, using a needle and 
thread she takes from the lapel of her 
suit. 
Torturing the Passengers 
Young technical student boards trolley 
with a portable radio and tool kit. He 
takes some tools from the kit and re-
moves the back of the radio and begins 
work repairing amid screeches and 
howls from the radio. 
Hold Your Temper, Operator 
As mother fumbles in her purse for 
tokens, child reaches for the operator's 
coin changer and spills its contents 
on the floor. He picks up two tokens 
off the floor and deposits them in the 
fare box as his mother helps the opera-
tor collect the change that has rolled 
all over the floor of the trolley. 
Honor To St. Patrick 
Irishman thanking operator for having 
green transfers on St. Patrick's Day. 
Shopping Is Tiresome 
Very tired lady shopper loaded do~ 
with bundles of nearly every size and 
shape walks several steps toward the 
center exit of a Hapeville-bound track-
less trolley before she realizes that she 
is in her stocking feet. She returns to 
her seat, retrieves her shoes and leaves 
the vehicle carrying them on top of her 
packages. 
Fair Exchange? 
A small Negro boy smiling broadly of-
fering a trolley operator a bunch of 
bananas for a ride on his new vehicle. 
For Supper? 
Attractive young working housewife 
boards Buckhead trolley and begins 
shelling butter beans that she has ob-
viously purchased just a few moments 
before. 
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